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reflects the simple dignity 


ORHAM master craftsmen have created designs in Sterling for dining rooms 
of many periods, for many settings. . . . And each Sterling interpretation is 
authentic! 
For Sterling by Gorham reflects the simple dignity of perfect craftsmanship—a dis- 
tinction which characterizes every piece of silverware which bears the ‘Gorham” 
mark. 
The creation of beauty made tangible in silver by Gorham master craftsmen is in 
reality the cumulative artistry of several generations. For the hands of Gorham master 
craftsmen are trained in youth in the ways of interpreting beauty through the medium 
of silver. 
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Jewelers Would Welcome Yellow Gold 


CIRCULAR propounded the question “Is Yel- 
low Gold Coming Back?” we realized that 
up to this time there was no real or pronounced de- 
mand for a yellow colored metal from the public, 
but saw a tendency, here and there, toward its re- 
turn to popularity and felt that it was a subject to 
which the retail jewelers should give special atten- 
tion that they might be prepared to meet a demand 
for yellow gold should the public once more favor 
articles of this precious metal in the natural finish. 
The responses to the question were many and in- 
dicated such a deep interest in the subject on the 
part of our readers, that we immediately started a 
survey of the industry to find how far the tendency 
toward yellow gold was manifest in popular de- 
mand; how the jewelers personally felt on the sub- 
ject and what kind of a reception they would give to 
yellow gold and what efforts they would make to 
push it were it possible to awaken public interest in 
yellow gold merchandise and develop a popularity 
for it. 

The results of this survey have shown: (1) That 
there are certain manifestations of a desire on the 
part of the public for yellow gold articles in nearly 
every section of the country. Sometimes it is for a 
single article and sometimes for jewelry as a class. 
(2) That yellow gold has been held back slightly 
by the fact that there are few, if any, modern, up- 


to-date pieces made in this color, but the demand 
for such pieces hardly warrants a manufacturer 


supplying them at the present time. (3) Yellow 
gold is not called for and apparently would not be 
Popular as a setting for diamonds, the general 
Opinion being that platinum and white gold are 
permanently established as the proper metals that 
will give the maximum brilliancy and set out the 
full beauty of the white stones. (4) That yellow 
gold has at present a prominent place in the call for 
men’s jewelry which can easily be developed. (5) 
That most of the progressive jewelers of the country 


W HEN, in the issue of May 29, THE JEWELERS’ 





would welcome the return of yellow gold to popu- 
larity and are willing to aid in educating their cus- 
tomers to favor gold of this color. 

It is the last point that is somewhat surprising 
because of the number and the character of the re- 
tailers who said they wanted to see the return of the 
call for yellow gold by the public. In a few in- 
stances, the reasons advanced were sentimental, but 
in most cases, they had a practical basis, many be- 
lieving that the return of yellow gold would elimi- 
nate a large number of abuses from which the trade 
now suffers. This is predicated on the fact that yel- 
low gold is not easy to imitate with the baser 
metals; that in yellow gold the karat quality mark 
is looked for by the public and much unfair com- 
petition is eliminated when it cannot be put on imi- 
tations. The complaint of many of the jewelers was, 
that the demand for white gold has resulted in an 
unusual amount of imitation precious metal jewelry 
being foisted on the public, particularly in the baser 
metals, chromium plated. Some jewelers feel also 
that a new generation having grown up since the 
introduction of white gold, jewelry in the natural 
gold color would have the effect of a novelty that 
would increase its selling properties. 

It is evident from this survey, which will be 
touched on more fully in the next issue of THE 
JEWELERS’ CIRCULAR, that the return of yellow gold 
to popularity has not been retarded by any desire 
on the part of the retail jeweler himself and that he 
is more than willing to cooperate with the manu- 
facturer of such articles as soon as it is possible to 
awaken a public demand for such merchandise. 

The demand is not yet here, but it may not be far 
off and fashions in this day change quickly. 


Oy Ete an Ulla 


Editor. 











Obits SBE 


Fig. 1—This type English cream 
pitcher was listed as “probably Amer- 
ican” but was of English origin 


HE history of collecting is long and interesting. 
In early Roman times most collections were by 
pillage—spoils of war, and probably the plunder 
most highly esteemed and most diligently sought was 
such as had intrinsic values rather than aesthetic appeal 
—for the Romans were never an artistic people. But 
later we read of the competitions in the auction rooms 
between the elegant Roman nobles for bits of goldsmith- 
ery or gem work. The prices are sometimes mentioned. 

Even during the Dark Ages we get some glimpse of 
art treasures—early in the ninth century, Charlemagne, 
King of the Franks and Emperor of the Roman Empire, 
gathered in a wonderful collection, especially of gold- 
smiths’ work. All this he willed should be buried with 
him, and it was done, but the tomb was rifled some cen- 
turies afterwards. 

The XV century brought the Renaissance and an ap- 
preciation of classic times and art. Great collections 
were formed, much of it still being plunder—-pillage. 
And so it has gone on, in Europe especially, until the 
present day, stimulated every now and then by new dis- 
coveries, such as Pompeii in 1760—the excavation of 
Nineveh by Layard in 1845, and the uncoverings in the 
Troad by Dr. Schlieman in 1870. The story is absorb- 
ingly interesting. But I can merely outline it. 

I must come rather abruptly into the topic of Fakes. 

Occasionally an English piece may be seen that has 
been “doctored” with the intent that it may successfully 
pass for American. With the present prices for Old 
American Silver so much in excess of that commanded 
by English work, of about even date, it is remarkable 
that this trick is not resorted to more frequently. 

The most recent case that I recall was a cream pitcher 
of type Fig. 1 (for obvious reasons the illustration is not 
the identical piece, only the type) which passed through 
one of our art salesrooms not so long ago—a responsible 
gallery, too—entirely above intentional deceit. 

This cream pitcher was listed as “probably Am-rican,” 
whereas it was so characteristically English that that 
fact alone should have uncovered the fraud. It bore the 
maker’s mark (initials) under the lip; conclusive evi- 
dence that it was not American. An American cream 
pitcher would never have been stamped at this position, 
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Antique Silver and 


How to Judge kt 


By ERNEST M. CURRIER 


(Continued from the Issue of May 29) 


at least I have yet to see one; moreover, anyone even 
slightly familiar with the methods of the London Hall 
in marking pieces of this description would have known 
that at this particular date the marks were placed under 
the lip. The faker—indeed, he was—although the piece 
was really ancient—had merely hammered out all the 
marks except the maker’s; the result, an American an- 
tique. For pieces bearing but simple initials are at 
once hailed as American by the “easy experts.” 

A mild fraud is the engraving of really ancient silver, 
genuine antiques, with dates that do not correspond with 
the age of the piece; and of a like stripe is the practice of 
augmenting original inscriptions with various dates or 
descriptive matter. 

Engraved dates on silver antiques are always sus- 
picious. Engraving a piece with the name of a sup- 
posed former owner is, if not a fraud, at least not wise 





Fig. 2—‘‘The doctor’s teapot, been in the family two hur 
dred years.” Dated London 1823 


—the chances of the information being accurate are 4 
thousand to one, I think. Even the marking of al 
tiques with the name of later actual owners, even at the 
time of ownership (although the right to do so is ul 
questionable) may excite suspicion and affect the worth 
of the piece when it has changed hands. 

Along the same line, but far more serious, is the 
practice of engraving the name of a celebrated persol- 
age, of other days, on old silverware merely to lend his 
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torical interest to it. This is in most instances, I be- mother’s initial might well have been M. E. S. and she 
lieve, a complete fraud. Certainly the practitioners are (the family being from the Old Dominion) may have en- 
not new born babes. It is of very common occurrence joyed the friendship of the Washingtons, but the M. W. 
and should be frowned upon by everyone interested in does not stand for Mary Washington or even Martha, 
square dealing. I fire up every time I meet with it, so for Frobisher was doing business in Boston about 1830. 
many times have I seen it result in the selling of a very My idea is that the wedding was that of her grand- 
ordinary antique at an exorbitant price. mother, the rest of the story being a confused legend of 

Silver works bearing name of a person who had some association with the Washingtons; not utterly 
passed away years before the silver could possibly have apocryphal, there certainly being some foundation to the 
been made are quite frequently met with, the more cele- family tradition. 

lt Not all the owners of treasures and traditions shoot 

even as close as this. 
Thus far we have spoken only of “manipulations” of 
genuine antiques—the innocent ones and those intended 
to deceive. All these as well as all other practices of the 
z fakers fail unless they immediately find a dupe—a 
} sucker—(completely and accurately descriptive word). 

Perhaps all fakers’ practices fail eventually; let us hope 
so. Certainly—if the dupe is not forthcoming these 
: manipulated antiques lose value—they are no longer of 
the elect. 

_— : Coming now to “genuine” fakes—those “new antiques” 

Hall —dishonest from the start; made to deceive; unsuccess- 

pee ful if they fail of this. Beautiful they may be—works of 

ander art, even; a credit to the craftsman; but that is not 

sens Fake teapot with false London mark dated 1789. their purpose. The “artist’s” identity is carefully con- 
The marks and the whole general appearance of the 

the piece are so poor that the most casual observer 

an- should easily detect the imposition 

hes brated the name the more glaring the discrepancy and 

Iver, the easier it is detected. This is but a variation of the 

with practice mentioned in an earlier paragraph, only the en- 

~e of graving may be older—done many years ago—a genera- 

3 or tion or so—not merely yesterday. There is the case of 
the beakers that belonged to a famous statesman—it is 

sus- said that there were 12 cups originally—indeed, I be- 

sup- lieve a bill for them is still extant. These come at in- 

wise tervals into the market; always one at a time, I think. Figs. 3 and 4—Here we have 
I do not assert that any of them are spurious, but they a genuine Paul Revere spoon 
come too frequently to suit me; some day I shall check . (left) and one which bears 
up the score. a Revere stamp but is en- 

Of the good people who fondly overestimate the age of tirely spurious 
their treasure no criticism can be offered, of course, al- 
though it is just this habit that leads to some of the 
troubles mentioned. Nothing serious about it at all, ex- 
cept the owners; they are so deeply so that sometimes it 
is laughable. Our amusement, however, is best enjoyed 
silently, for usually theirs is a firm faith, unshakable; 
ridicule would be cruel. 

Our old family doctor, now dead, had a teapot (Fig. 2) 
which he dearly cherished. It had “been in the family 
at least two hundred years.” Being of Scotch descent, 

hun- the doctor hoped it was, and therefore asserted it to be 
of Scotch make. He supposed “that row of marks on the cealed; discovery would be disastrous—not necessarily 
gluteus maximus tells all about it.” It did—but I never for the artist, but for his work, which must pass for 

re a told him on any of the many occasions that he showed that of a much earlier period. 

an me the pot and made the same remark that they read It is necessary to approach this branch of the subject 

the London 1823. with caution and therefore to speak in a general man- 

un Another friend, a lady—yes, the ladies are also col- ner; for manifestly one cannot indicate certain actual 
orth lectors—has a sugar tongs engraved M. W. to M. E. S., works and accuse them as counterfeits. It would not 

the mark on the leg is B. C. Frobisher. This was a wed- do at all. Only trouble would result, besides it is not in 
the ding gift from Martha, or was it Mary, Washington to any way our purpose to uncover frauds. 

son my friend’s great or great-great-grandma. It is the Owners of fakes always hope that their treasures are 


family tradition. Of course, her great-great-grand- (Continued on page 33) 
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The Independent Merchant 


HE situation of the independent retailer is of 
I pretound concern to the entire nation. This 

is now recognized by the leaders of the business 
world throughout the country. Assistant Secretary 
of Commerce Julius Klein, in a recent address 
quoted a statement of President Hoover when he 
was Secretary of Commerce to the effect that “the 
foundation of American business is the independent 
business man.” Some of the most vigorous fact 
finding and trade promotive efforts of the Depart- 
ment of Commerce, he stated, have as their objec- 
tive maintaining the opportunity and individual ser- 
vice of the independent retailer. 

The possibility of rendering a pleasingly indi- 
vidual service, Dr. Klein indicated, is perhaps the 
greatest asset of the independent retailer today. 
Among his advantages, as contrasted with the units 
in large organizations, are greater freedom of ac- 
tion and liberty to adjust his methods and his stock 
to the peculiar tastes, moods, and predilections of 
his clientele. His freedom, it was pointed out, is a 


challenge to his adaptability and resourcefulness, 
and a stimulus to his merchandising ingenuity. How 
much truer this is of the jewelry industry than any 
other is known to all students of business. 

But efficiency, involving business practices of the 





most rigorous economy and based on principles of 
modern scientific management, Dr. Klein indicated, 
are absolutely essential to insure success of the in- 
dependent merchant. 


Fine Silver Displays Should Be 
Made All Year Round 


HE present month has seen many remarkably 
(| veautita displays of silverware in the win- 

dows of jewelers in every section of the land. 
In fact, in some cities and towns, correspondents 
report that the silver exhibits have been much more 
artistic and beautiful (even where they have not 
been more extensive) than in previous years. The 
special efforts of the jewelers, at this time were un- 
doubtedly due to the fact that June is known as the 
month of brides and that silver is the wedding gift 
par excellence. 

It is to be hoped, however, that the efforts made 
to familiarize the public with the beauty and ap- 
propriateness of silver as a gift will in no way be 
diminished during the rest of the year because, 
though June may be popularly known as the great 
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wedding month, the statistics of wedding licenses 
prove that throughout the country, it has a very 
small ‘“‘edge” over other months of the year and, in 
fact, in some parts of the country, is equalled if not 
exceeded by other months in the number of mar- 
riages that take place therein. Let the jeweler re- 
member that every month is a wedding month and 
that sales promotion for silver merchandise will 
produce results during all 12 months of the year. 


vv Vv 


Use of the Term “Amber” 


HE advertisement of a New York department 
[sore of articles of “opaque green amber,” 
which turned out to be pressed amber, colored 
green, caused considerable discussion as to how far 
the word “amber” might be used properly in an- 
nouncing merchandise of this kind. In this connec- 
tion we are pleased to refer to a letter received from 
one of the oldest amber houses, which says in part: 
“We wish to refer you to an article on amber 
published in your magazine, THE JEWELERS’ 
CIRCULAR, under date of Feb. 2, 1927, wherein 
Assistant Professor Kerr of Columbia Univer- 
sity defines amber. We hold the same opinion. 
having an experience of over 35 years in the 
amber business. We wish to say that pressed 
amber, pulverized from rock amber and melted 
with ingredients of oil and 
colors, can under no circum- 
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to gems or gem materials, and should avoid the use 
of any words which would cause confusion in the 
minds of his customers. 


Failure of South Africa’s Cutting 
Industry 


REPORT received from Cape Town, South 
A Africa, on the diamond cutting industry says 

that the official statement of the Minister of 
Mines and Industries shows that during the three 
months of January to March, this year, 47 cutters 
have left Cape Town and Johannesburg and pass- 
ages have been booked for 11 others. The report 
states that a number of the smaller factories which 
started without sufficient financial backing are ap- 
parently in a very serious position and have applied 
to the government for rough diamonds on credit. 
This the government persistently refuses to con- 
sider. 

No real revival in the diamond industry can be 
anticipated, the report states, until the market for 
the cut stones improves. Several of the factories 
have a considerable part of their capital tied up in 
finished goods which they have not yet been able to 
dispose of. Most of the stones cut by the local in- 
dustry have been of the larger size of 2 carats up- 
ward for which the market is 
somewhat more restricted 





stances be called real am- 
ber, and can only be called 
an artificial product. 





Praise from a Veteran 





than for the smaller diamonds. 
The fear in some quarters 
that South Africa was to build 








“We therefore believe 
that the honest, reliable 
jewelers should be cau- 
tioned as to how they term 
the product.” 

We feel that the point is 
well taken and that jewelers 
who may be inclined to handle 
this or similar products, for 
their own sake or sake of the 
customer, should not hesitate 
to make it plain that the arti- 
cle is not rock or real amber, 
but is a substance artificially 
produced from amber. The 
jeweler who values his repu- 
tation cannot be too careful 
in the use of terms relating 

















Greenfield, Mass., June 16, 1930. 

I am pleased to note the advanced change in 
The Jewelers’ Circular both editorially and 
typographically. Your help to the jewelry and 
kindred trades has been wonderful. I have en- 
joyed the many articles on trade subjects, par- 
ticularly the articles by Major Chamberlain on 


watchmaking. The story of “Waterford & Son” 


is very good and is an interesting feature of 
The Circular and no doubt will be closely fol- 
lowed by our younger readers. * * * I am get- 
ing much more value from The Jewelers’ Cir- 
cular than money will pay for. 

With your best interests at heart, and thank- 
ing you for past courtesies, I remain 


Very truly yours, 
(Signed) Wendell F. Foster. 


* * * 


Coming as this does from a man who has 
been continuously working in the jewelry 
trade for over half a century and whose con- 
tributions of technical articles on jewelry 
making and setting have been greatly ad- 
mired by members of the industry generally, 
we cannot but feel gratified at the compli- 
ment paid to us in Mr. Foster’s Letter.— 
Editor, THE JEWELERS’ CIRCULAR. 


up a diamond cutting indus- 
try at the expense of Amster- 
dam, Antwerp, New York and 
other cities where cutting is 
now done, seems to be ground- 
less despite the fact that the 
Cape Town cutters had a dif- 
ferential in price due to elimi- 
nation of the export tax on 
rough paid elsewhere. The ex- 
periment seems to have not 
worked out but it is still too 
early to state whether or not 
the cutting industry will be 
completely abandoned in 
South Africa or an attempt 
made to revive it when con- 
ditions get better. 
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ERCHANDISING is a term, which, like sales- 

manship, competition, store system and budget 

buying, covers a vast area. I would say that 
merchandising is the art of doing business profitably. 
Merchandising is the common ground upon which pro- 
duction and distribution must meet, that both manufac- 
turer and retailer may prosper. Merchandising finds 
expression in every phase of retailing, buying, display, 
advertising, salesmanship, stock keeping and even ad- 
justments. 

In order to familiarize myself with the jewelry atmos- 
phere after some 20 years of concentration in the shoe 
business, I have followed rather closely for the past few 
weeks the business papers, the report of the Harvard 
Business Bureau on jewelry store operation and the 11 
city surveys recently conducted by the U. S. Chamber of 
Commerce as a preliminary to the national retail census 
which is to be taken this year. 

I would like to preface my remarks with a few com- 
ments concerning the standing of the jewelry store and 
the shoe store in the forty billion dollar retail program 
of the United States. Comparing a typical jewelry store 
and a typical shoe store, one of the first outstanding 
items is that the jewelry store required more stock and 
does less business than the typical shoe store. 

Jewelry stores turn stocks .9 and shoe stores 2.0. 
Jewelry store markup is higher, expense shows many 
common factors. In both net profits are not satisfac- 
‘tory, either in ratio to volume or investment. 

In the 11 city surveys by the U. S. Chamber of Com- 
merce all stores as a group show $1 in stock for $8.85 in 
sales. Jewelry stores show a ratio of $1 to $2.37, stand- 
ing 15th in the list. Shoe stores show $1 in stock to $5.05 
in sales. Both these figures are better than the average 
store depicted, for the above figures are from 11 large 
cities. In the per cent of retail volume jewelry stores in 
these cities show 1.3 per cent of the total retail dollar or 
a per capita of $8.37, while the shoe store sells 2.1 per 
cent of the retail dollar or a per capita of $13.48. 

So far the ratio of chain store volume to independent 
store volume jewelry stores shows 83 per cent indepen- 
dent and 17 per cent chain while shoe stores show 48 
per cent independent and 52 per cent chain. 
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THIS THING CALLED 
MERCHANDISING 


An Address Given Before the Con- 

vention of New Jersey Retail Jewel- 

ers Association Held in Atlantic City 
June 22-23-24 


Jewelry stores find plenty of competition from stores 
other than their own exclusive type. In this 11-city 
group there were 1370 jewelry stores and 678 other out- 
lets. There were 2030 shoe stores and 1019 other out- 
lets. 

There is much need of the retail branches of industries 
in all lines to become inventory conscious, to know their 
figures and what they mean, and apply them into a plan 
of action or a budget of operation. I presume I am cor- 
rect in assuming that there is no jewelry store today 
which does not maintain the three important merchandis- 
ing records of classified sales, reckoned profits, and an 
itemized classified account. 

The five primary and fundamental elements of mer- 
chandising which I would undertake to stress briefly are: 


1. More volume, or the “Top 10 per cent.” 

2. Less expense—“‘A penny saved is a_ penny 
earned.” 

3. Better markup—‘“Cost plus expense plus ade- 
quate net.” 

4. Stock reduction and improved turnover 
“Profits come from turnovers and losses from 
leftovers.” 

5. Unit control, “Budgeting the future from the 
past.” 


The importance of the “Top 10 per cent.” Volume is 
important, and increased sales is the normal goal of any 
business. This increase can come from two sources— 
either new people buying in similar proportions to pres- 
ent customers or from persuading present customers to 
larger purchases. Many retailers, as well as jewelers 
are overlooking the latter opportunity. 

I entered a drug store to buy safety razor blades. The 
clerk, after supplying my needs, suggested many other 
shaving accessories. From curiosity I asked him how far 
he would have gone had I permitted him. He said “We 
have 11 different things we are supposed to mention in 
connection with shaving purchases.” I do not recall ever 
having had one single additional thing suggested to me 
in a jewelry store. 

With the following simple figures I hope to show how 
profitable is that top ten per cent. Other things being 
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equal you can afford to spend liberally to get that top ten 
per cent because practically all the gross on the top 10 
per cent becomes net. 


The Top Ten Per Cent 





Present Added Total 

Volume Volume Volume 
ee ee ee $100,000 $10,000 $110,000 
rer ae 60,000 6,000 66,000 
Markup ....... 40,000 4,000 44,000 
Expense ...... 38,000 1,000 39,000 
rare 2,000 3,000 5,000 











One of the truest sayings ever uttered is that “A penny 
saved is a penny earned.” So often I have heard the ex- 
pression “I cannot cut my cost of doing business.” And 
yet not one single penny of that expense is paid until you 
as proprietor say “yes.” The figures below clearly prove 
expense economy creates immediate profit. 

It is my opinion that profits for the next year in any 
retail business will come as much from cutting out 
wastes as from volume increase or markup increase. I 
cannot refrain from commenting upon one item in the 
jewelry store summary reported by the Harvard Busi- 
ness Bureau, where the amount for interest is given as 
5.5 per cent of sales. 

I have always held as debatable the question of charg- 
ing interest on capital invested. Interest to banks for 
money borrowed or interest to creditors for overtime 
taken are perfectly sound items. But should dollars in- 
vested in business be expected to earn as a banking in- 
vestment as well as through the operating statement? 
Again in the report it is stated that interest on invest- 
nent is reckoned on the difference between assets and lia- 
bilities or net worth. 

If the interest rate were 5 per cent this would indicate 
that this capital or net worth was nearly as great as the 
total sales. I think the average jewelry store has per- 
haps $1 of capital for each $2 in sales. In case of $100,- 
000 volume and $50,000 capital I cannot figure how the 
interest could be more than $3,000 or 3 per cent of sales 
instead of 5.5 per cent of sales. 


Less Expense 





Old Plan New Plan 
ee aad cebecsy $100,000 $100,000 
 biticudwhceuedewes 60,000 60,000 
Se 40,000 40,000 
re 38,000 36,000 
re re 2,000 4,000 











The jewelry store maintains the highest rate of mark- 
up of any of the standard retail stores, and properly so 
where investment is so substantial and turnover so slug- 
gish. Jewelry markup cannot be standardized any more 
than shoe markup. Different stores will show different 
tates. In fact the Harvard survey shows a variant from 
368 to 45.1, an average of 40.9. Markup has a ratio 
to turnover which should not be ignored. 
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The stock that turns is the stock that earns. Markup 
is one of the most definite points in the merchandising 
program, and the increasing variance in rate emphasizes 
the more the necessity of reckoning sale by sale, day by 
day and week by week, cost and selling price, and re- 
ducing these reckonings to percentages. 

Two per cent improvement in markup means two per 
cent improvement in net profit, as the figures will show. 





Old Basis New Basis 
I 526 cafe ah ieehe beac’ $100,000 $102,000 
PD vad dase ce ewmews 60,000 60,000 
RE 40,000 42,000 
Ds iin Gann /eueied 38,000 38,000 
ee ee 2,000 4,000 











Here is a common problem in all retail stores—how to 
do more business with less stock. It is true that the pub- 
lic does not care at all about your rate of turnover. It 
looks to the store with the adequate stock. On the other 
hand turnover is the breeding point of profits, and it is 
for you to set the happy middle ground between the ade- 
quate stock and the rapid turnover. 

Stock reduction can only be accomplished *by following 
the same method that overstock was created, namely by 
controlling the buying. Any retailer—jewelry, shoes, 
dry goods or whatever line of merchandise—who faces 
a sample line, buying substantial quantities of merchan- 
dise without a definite figure before him as to what are 
the limitations of his total buying, is committing a dan- 
gerous act. A budget of buying in its ordinary phases 
is a budget of restriction. 

The simplest budget I know of is 10 plus 10 equals 20 
minus 10 equals 10. That sounds like primary arith- 
metic and so it is. Put these figures together in the 
A BCD E form as illustrated below and you have a 
simple five-figure plan by which to determine just what 
you can buy for any period, whether it be three months 
or six months. 





A Stock on hand July 1.............. $40,000 
E TOTAL BUYING AMOUNT........ 25,000 
aD SE s4anéueceunsewh ores wa oeuv0eeds 65,000 
Me 30,000 
B_ Stock desired January 1............ 35,000 











The figures go together in the following order (A) 
Stock on hand. (B) Stock desired at the end of the pe- 
riod. (C) Estimated sales at cost for the period. (D) 
Total of (B) and (C). (E) Difference between A and B. 
This sort of a budget can be divided into as many depart- 
ments as may be necessary, with of course a varying rate 
in each group. 

A budget of buying worked out in terms of total stock 
and total buying is important and helpful, but is far more 
effective when done by departments. This department- 
alized budget requires classification of sales and a simi- 
lar classification of inventory. 
(Continued on page 76) 
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Waterford & Son— 
Watchmakers 


Jewelers and 


EPISODE XII 

RIC was feeling pleased with himself as he noticed 

the number of small checks which his collection let- 

ters brought in. The thing that surprised him 
most, however, was the response to the letter saying 
that as the unpaid item was so small it had been written 
off so as not to be in the way of further business. Sev- 
eral people either wrote in or called and paid up! 

He telephoned to Bijah about it just two days after 
Judith had started work for Waterford & Son. He noted, 
somewhat to his surprise that Bijah replied to him in 
quite a formal tone. When he had finished his story he 
found out the reason. 

“Very good work, Eric,” Bijah had said; then—“Will 
you meet me at the Chamber of Commerce for lunch and 
to talk with Mr. Waite, who is here?” 

“Sure thing, Bijah; but, say, listen. 
in taking the place?” 

“All right, then, I’ll see you at 12.30 o’clock,” and the 
plumber hung up. 

Eric was inclined to be huffy for a moment. But he 
then realized that Bijah could not speak freely with 
Waite there. The young man gave a long sigh, half ner- 
vousness and half excitement. Did Waite’s visit mean 
that there was the chance to rent his father’s small block 
of stores, and so make it possible for him to move to the 
much desired Menzies’ store? 

He had talked it over with Judith. Now she was 
working for them he felt a real pleasure in telling of his 
plans for the expansion of the old business. Said she: 
“It’s a great scheme, big boy. But I can’t get used to 
the idea of this old fashioned store waking up. And say, 
I’ve been thinking about that new store. Why not turn 
the basement into a gift department? That would let 
old grumpy keep from worrying himself to death about 
mixing snappy stuff like costume jewelry with his high- 
brow watches.” 

Eric chuckled as he glanced at the unconscious Karl, 
who was muttering to himself as he worked patiently 
over repairing and cleaning a beautiful “V and C” re- 
peater. 

In anticipation of the possibility of renting the Men- 
zies’ store Eric had worked out a budget which he showed 
to Judith. That smart little girl was eager to learn about 
the business, and she had a better than average knowl- 
edge of the problems of store management, even if much 
of her knowledge was theoretical. 

“It looks like a lot of business to me,” she had said, 
“but why not ask that plumber pal of yours about it?” 

This was what Eric intended to do as soon as he had 
talked with Waite. Stuffing his notes in his pocket he 
hurried out of the store for his appointment. Then he 
recalled that if Karl went to his dinner at the usual 
time Judith would be left in the store by herself. Turn- 
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“Have I got to upset my stomach just because 


What 


Are you reading Waterford & Son? Do not miss this 
absorbing story of the jewelry business. Eric is finding 
the responsibility even more than he had expected in 
the absence of his father, but is making his decisiow 
and hoping for the best. The house of Waterford & Son 
was founded years ago by the father of the presen 


owner, Paul Waterford. The elder Mr. Waterford has he 


followed the beaten path of many high class jewelers, 


but in the opinion of his son has not kept in step with hy 


the rapid pace of modern merchandising. Eric w# 
formerly employed as a traveling salesman for a noveltj 
jewelry house and comes home to join his father in the 
retail jewelry business at Brent, Ohio. His ideas ™ 
how the store should be run do not meet with the 
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By HAROLD WHITEHEAD 





agirl for a man’s job?” Karl asked angrily 


e Before 


complete approval of his father. Several conferences 
we held between the father and son and a son-in-law, 
Bijah Jones, who is a hard headed business man engaged 
inthe plumbing business. Eric wants to move the busi- 
ness to a better location and starts to investigate the 
possibilities in Brent for such a change. Incidentally 
he becomes acquainted with Judith Somes, a clerk in 
the Brent department store. Karl Emden, the old 
watchmaker, and Elmer Catton, the clerk, take a dislike 
to Eric. The elder Mr. Waterford finds it necessary 
to take a vacation because of his health. Eric catches 
the clerk trying to “beat the cash register” and dis- 
charges him. He then employs Judith as a clerk and 
Judith starts work for Waterford & Son. ‘Now go on 
with the story. 
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ing on his heel he returned just in time to stop the old 
watchmaker from leaving. 

“I’m sorry, Karl, but I’ll have to get you to stay in 
until I return. We can’t leave Miss Somes by herself so 
soon.” 

“Have I got to upset my stomach just because you’ve 
hired a girl—for a man’s job?” Karl asked angrily. 

“Even a man would have to know the stock before 
being left alone,” Eric replied quietly. But he wondered 
why Karl always had to disagree with him. 

“Well, I’ll do it this once, but I don’t like it, I can tell 
you.” Muttering to himself he took off his coat. Judith 
watched him from the corner of her eye, a smile flit 
across her mobile mouth. Then she murmered: 

“Too bad about you, but if I went out now I could 
manage for half an hour after 2 o’clock. Trade’s not 
so brisk then. That is, if it’s okeh with the boss.” 

Agreeing, Eric dashed off for his appointment. Bijah 
and Waite were waiting for him, and the plumber looked 
at his watch significantly. 

During the lunch Eric heard that the Tradewell Co. 
was ready to sign a lease for the block which his father 
owned. Bijah had made a good bargain with the Trade- 
well Co., who agreed to pay all the tenants two month’s 
rent and give them 60 days in which to move. 

“But so far as Mr. Waterford’s own store is concerned,” 
Bijah lit his cigar and there was silence while he puffed 
great clouds of smoke, “we shall want three months to 
move.” Turning to Eric he asked: “That’s the time you 
have to wait for Menzies’ place, isn’t it?” 

“They say they’ll get out in 60 days, and that gives us 
a month to get ready.” 

“Pretty quick work, that’ll be, but it can be done. 
Now, one other thing, Mr. Waite: We require that all the 
alterations be done by local contractors.” 

“Agreed, Mr. Jones. Now can we consider the deal 
closed or has it to be referred to Mr. Waterford, senior?” 

“His son, here, can decide. His father is far from well, 
so the matter is left entirely in Eric’s hands.” Bijah 
leaned back and pulled at his cigar. 

“Hem;” Eric cleared his throat and tried to look like 
his idea of a successful business man making an im- 
portant decision. “I approve of the arrangements if 
Bijah—that is, Mr. Jones, will guarantee that he can 
get our store ready for us in 30 days.” 

“We can do that, Eric,” Bijah said gravely. 

“Then I see no reason why Pop’s lawyer shouldn’t fix 
up the. ..er. . . papers, pronto.” 

Waite nodded approvingly, and an amused glance 
flashed between the two older men. Then turning to 
Bijah, he asked: “Guess we ought to give you a crack at 
our work also, shouldn’t we, Mr. Jones?” 

“Strikes me as a good idea.” Once more Bijah looked 
at Eric and asked: “Would you care to have me see 
Grimley about the lease?” 

Eric was glad to be relieved of the legal details of 
which he was woefully ignorant. A telephone call to 
Paul’s lawyer told them that the old lawyer was away for 
the day. It was agreed that the lease should be drawn up 
at once and sent to Chicago, where the head offices of the 
Tradewell Co. were located, for the necessary signatures. 
In the meantime a brief memorandum of agreement was 


(Continued on page 68) 
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Make Your Show Window 
' Work Hard For You 
Use These Timely Displays 





Silverware Attractively Displayed Has Sales Appeal 
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Galt’s 


HE windows above of Galt & Bro., Washington, 

D. C., are outstanding in the development of con- 

centrating displays on one unit of merchandise. 
In both of the windows silverware has been featured 
exclusively, many pieces being used to make a mass 
impression on the window shopper. The window shown 
above, indicates the amount of flat silverware that can 
be purchased for $500. This immediately conveys the 
magnitude.in visual presentation this amount of money 
transferred into flat silverware will represent whether 
for wedding gifts or purchased for the home. 

Displaying flat silverware in this manner is more 
attractive to the eye, especially when seen through the 
pocketbook than merely showing the complete set of one 
unit of the entire service. Here everything is displayed, 
and the dramatization is forceful. There is something 
magnetic about repetition of beautiful merchandise. 

The window at the top of the opposite page, also Galt 
& Bro., coordinates the fascination of the opposite 
display. The various patterns in which flatware may b 
obtained is shown with one number from each service. 
In the background note the flatware that should accom 
pany the hollow-ware displayed. 

The most helpful suggestion to be gathered from these 
windows is the simplicity of background, in fact, back 
grounds as such are entirely eliminated. The merchal- 
dise is featured, seen, studied without distracting it 
fluences. These windows create inquiries and sales. 





















































30 June 26, 1930 THE JEWELERS’ CIRCULAR 3 


Tell the World About 
Your Up-to-Date Merchandise 
Through Your Show Window > 


| Dispray SERVICE 


Arrangement of Merchandise with Proper Background Important 














a HE illustrations at the bottoms of the pages are 
dise. those of Blaum’s, Valdosta, Ga. These are splendid 
al examples of what may be accomplished in smaller com- 
wi munities when some effort is applied to this problem. 

The window at the left featuring silverware is taste- 
i fully arranged in a manner that would stop anyone 
a passing this store. The satin upon which the silverware 

|| is displayed adds greatly to the beauty of the metal and 
an harmonizes in color, leaving the merchandise as the 
prominent unit in the window. 

Windows with floors running back at a slight angle 
nol’ I from the base of the glass -are sometimes difficult to 
: the B handle. 
wr In this instance, the draping continues to the glass, 
ed, with merchandise displayed, touching the window. Noth- 
hing ing but silverware both flat and hollow was used in this 
Galt window. 

; The window on the bottom of this page of the same 
osite frm is a general merchandise window. Planned, no 
y be doubt, to promote the store’s wide variety of items that 
vice, appeal to a purchasing public. The same white satin 
com # scheme of decoration harmonizing with the window op- 

posite was employed. 
hese Exception is made in the corner of the window where 
3 reproductions of world-famous diamonds are shown. 


Black velvet emphasized the color of the stones. 

Nothing adds to the importance of a window as flow- 
ers and if real will add increased interest. In both 
windows real flowers are used to advantage. 


in 











HE retail jeweler for the past one hundred (100) 

years or more, has been looked upon as the legiti- 

mate distributor of wares that deal with time- 
pieces, watches and clocks, the precious gems set in 
precious metals—gold and platinum—for personal 
adornment and silverware for practical and decorative 
use in the home. 

Is silverware a necessary department in a jewelry 
store that serves the public with all its needs in the 
better class goods made of precious metals? 

The answer to this question is that the retail jeweler 
is the best qualified merchant properly prepared to dis- 
tribute silverware. 

The jeweler who deals in sterling silverware has 
made a study of it and is prepared to render the most 
intelligent service to the public. He values it for its 
artistic beauty, its usefulness and its quality. 

The jeweler, however, must be something more than 
a councillor to be successful. He must be able to do 
something more with his stock of silverware than use 
it for display purposes, maintain a museum where goods 
are on display to the best advantage and all informa- 
tion is given and admission free. 

The jeweler deals in silverware for the same purpose 
that he deals in other lines of goods. He expects to 
sell it at a price that will give him a reasonable re- 
turn for his time, service and capital invested. I doubt 
if there is any business that requires so many years’ 
experience and study to become reasonably efficient, 
that is the prey of all classes of vendors, large and 
small, as the jewelry and silverware business, especial- 
ly silverware. 

As chairman of the silverware committee of the 
American National Retail Jewelers Association, I am 
familiar with the silverware situation in all parts of 
the country and the conditions are the same every- 
where. 

Just so long as the manufacturers have an outlet for 
their product under present conditions that is profit- 
able to them, I can see no relief for the legitimate re- 


THE JEWELERS’ 


SILVERWARE 


FROM THE RETAILERS’ VIEWPOINT 


By E. J. SCHEER 











CIRCULAR June 26, 1930 





Pertinent Merchandising thoughts 
revealing the problems of distri- 
bution of silverware through retail 
jewelers—A constructive address 
given recently before the New 
York State Retail Jewelers Asso- 
ciation Convention. 


tailer. This whole question hinges on a satisfactory 
profit on standard makes of silverware, without the 
humiliating condition of having competitors of all 
kinds who carry little or no stock but are able to se- 
cure goods through bootlegging sources, if not direct 
from the manufacturers, who can and do undersell the 
legitimate dealer every time. 

The part in which we as individual jewelers find our- 
selves helpless is when we are well prepared with the 
proper display of silverware, employ efficient sales- 
people, advertise extensively and then find ourselves 
creating business for the illegitimate and price-cutting 
dealers and the manufacturer. 

While some effort is being made by the manufactur- 
ers to correct this condition, it is much too slow and 
unless something is done soon, it might be too late. 

The retailers are much to blame for the deplorable 
conditions in our business. The man who remains 
within the four walls of his own store and does not 
possess the courage and foresight of building good will 
and friendship among his fellow jewelers who are his 
neighbors in his own home town, are standing in the 
way of their own prosperity and happiness. 

For many years we have been engaged with the 
problem of the silverware situation and have been 
constantly working to bring about a condition which 
we think the legitimate jeweler must have to survive. 

During the membership drive a year ago throughout 
the State, a careful survey was made as to the sale of 
silverware, and of thirty jewelers in cities and towns, 
called on by one of our members, everyone complained 
of the unsatisfactory condition in the sale of silver- 
ware and admitted they were obliged to cut the price of 
silverware, never quoting the full suggested re-sale price, 
but starting at 10 per cent less. 

There is evidence that manufacturers are learning 
by experience that there is a limit to the demand for 
commodities of this nature, they reach the classes and 
not the masses, and must be appealed to as such. We 
(Continued on page 69) 
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Antique Silver and How to Judge It 


(Continued from page 238) 


genuine ; certainly they do not wish them to be proved 
otherwise; in many cases they would prefer to continue in 
happy ignorance rather than have them discovered, and 
it is a curious fact that when falsity has been proven, 
and even when an intentional swindle is shown, as it 
certainly must be in many instances, there is seldom any 
protest from the victim and very rarely any legal action. 
Of course, there have been many celebrated cases of fak- 
ing involving legal proceedings, but, for the most part, 





Teapot with genuine London marks (1688). It is 

not of that date, since the earliest teapots known 

are not of this type. A genuine pot of that date 

would be worth a small fortune. Close examination 

shows that a bottom, probably from a worn out 
article, has been attached 


these have been in the fine arts, painting or sculpture. 
It is quite unnecessary to mention these, they are well 
known. 

What is more to our purpose, what we would like to 
know about and to uncover is the everyday, shady prac- 
tices in our own craft. Faking in industrial art has 
been quite as common as in the fine arts, only it not so 
grand, usually not for such high stakes; but it is more 
widespread, reaches a larger portion of our public and, 
as it includes silverwork, concerns the jeweler inti- 
mately. We must be on our guard. The faker is ever 
active; his ways are past finding out. 

’Tis said the way of the transgressor is hard. I would 
not worry over that so much, but these fakers are devil- 
ishly ingenious—it is their ingenuity—their deviousness 
—if they were as skillful craftsmen as they are versatile 
Schemers the situation would be hopeless. 

Yes, the faker is ingenious; he finds many ways to 
deceive. He can cast maker’s marks in new pieces, 
Solder old marks in, or attach to a new vessel a bottom 
with genuine marks that he has taken from a worn-out 





piece or one of lesser importance; these tricks and many 
others. But until recent years, as I have said, he has 
not been skillful—oh! quite well enough as a smith—lI 
mean that few were much acquainted with old methods 
or with the old work they counterfeited. Such knowl- 
edge was not necessary even a few years back, for there 
was then very little knowledge of old silver among the 
buying public and so deception was easy. They do it 
better now. Higher prices permit more care to be given 
to faking. They have a better knowledge, whereas there 
has been very little improvement in this direction among 
the buying public. Still there is usually an oversight 
somewhere that will lead to detection. 

Fig. 3 is a genuine Paul Revere Spoon owned by the 
writer and given to him by the last descendant of the 
original owner. 

Fig. 4 shows a spoon which bears a Revere stamp but 
is entirely spurious; was cast from an antique spoon, 
perhaps, indeed probably, not an original Revere; the 
decoration is chased instead of engraved; the engraved 
initials cut in the most modern manner (with a line tool) 
and the stamp “Revere” is impressed from a perfectly 
new punch made for the occasion—not “cast in” as might 
have been done had the maker possessed a genuine Re- 
vere spoon. 

Two different lots of these spoons were offered; all 
from the same hand I should judge; although as they 
were brought by different parties I had no chance to com- 
pare them side by side; at all events both spoons were 
cast pieces; the one I have surely is—and the other that 
I refused (because “‘twenty-four—or none” were offered, 
which quantity was certainly beyond my desires for 
“phoney” spoons, Revere or any other) was as surely 
cast; for I recall that in smartly demonstrating its false- 
ness I inadvertently broke the spoon in two and had to 
send it into the shop to be repaired. 

(To be continued) 





Quotations from an Old Gem Book 


ERE is a bit of wisdom which might have saved sev- 

eral of our largest dealers from grief had it only been 
known to them and observed by them in the years which 
are past. “In commerce diamonds of magnitude rarely 
compensate the possesser, there being so few purchasers. 
A friend of mine told me that his father bought a fine 
brilliant for 12,000 pounds and kept it twenty years with- 
out being able to dispose of it. Circumstances at length 
arose which rendered it necessary for him to part with it, 
on the best terms that could be obtained; it was sent all 
over Europe for two years and was at last sold for 9000 
pounds.” 


* * * 


“A diamond of great purity, but of a bad form, has lately 
arrived from India. It is called the Nassuc, having been 
taken in the Peishwa’s baggage during the Mahratta war. 
It weighs 79 carats and 2 grains, yet it is valued at only 
30,000 pounds. Its form is triangular and it is cut and 
polished so as to retain the greatest possible weight; but it 
exhibits none of the qualities which it would so proudly 
display if it had been well proportioned.” 
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copy appeal, if definite and clear, 

will have an immediate effect on 
sales results from newspaper advertising. 
This is a real principle effectual any 
time of year but especially so as summer 
weather opens up. 

This is not because jewelry as a line 
or any specific item of stock changes its 
nature in July nor because of any change 
in the customer’s normal attitude toward 
jewelry as jewelry. It is due to the 
abrupt change in buying habits that 
takes place in hot weather. 

As a rule in practically all retail fields 
the effect of torrid weather is a slowing 
up of mental activity in regard to sales 
appeal whether of printed word, interior 
displays or window showings. 

And one of the specific uses of adver- 
tising is to prevent the demand for 
ewelry to decrease in the minds of 
hundreds of people in a population for, 
believe it or not, half the market for any 
type of retail goods is in the customer’s 
head—mental. And the jewelry market, 
Wing the term to indicate potential de- 
mand, is no exception. 

It might seem at first glance that the 
above is far removed from the subject 
of advertisements and advertising copy, 

on careful thought the jeweler can 
easily justify the fact. 

In the first place, jewelry more than 
‘hy other line appeals directly to the 
aesthetic and spiritual tastes. While any 
Number of items have their practical use 
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ADVERTISING 


July Jewelry Store Advertising Can Be Tuned Easily 
to Midsummer Mental Habits 


This is No. 8 of a Series in Jewelry Store Advertising Studies and Carries Ideas and 
Suggestions on How to Reflect Seasonal Appeal in Copy 


BY GUY HUBBART 


and plain utility, practically every sale 
made in a jewelry store comes about be- 
cause the customer is trying to satisfy 
some definite mental need which can be 
traced back to a thirst or desire for 
beauty, personal adornment, peace, 
serenity, joyousness and so on. 

No woman who steps up to the counter 
to examine a beautiful necklace, a bril- 
liant gem, an exquisite brooch, a wrist 
watch or a specially designed handbag, 
ever comes right out and states what is 
back of her desire to own any of these 
things. But there is something back of 
it, besides the mere desire to buy this or 
that, as something to wear. 

One customer may want a certain kind 
of gem because it gives her a sense of 
well being to wear that gem. For an- 
other the gem may mean better poise 
or more spirit or a sense of superiority, 
just as natural and desirable as a sense 
of social standing or personal comfort. 

Whatever the impulse it is mental, not 
physical nor materialize like the need for 
food or a suitable room to sleep in. 

And the more these impulses are 
present in peoples’ minds the more 
jewelry sales will prosper. In other 
words, demand for jewelry is almost as 
flexible as the mental activities of the 
people. 

For this reason, there is no cause to 
view July as a necessarily slow month 
or mid-summer as a slow season for if 
the mind of the public is rightly stimu- 
lated by carefully written copy there is 
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no reason why a specific desire cannot be 
just as real in July as in November. 

And if the jeweler believes that the 
physical elements of his market are af- 
fected by metal attitude, what better way 
to reach and influence customers than by 
advertising. 

Advertising appeals directly to the 
mind, so it is the ideal medium for in- 
fluencing the mind in regard to a mer- 
chandise that is 98 per cent mental in 
appeal, 


Three Summer Copy Rules 


This leads up to three specific and 
practical rules for writing hot weather 
copy: 

First, a merchandising rule: The best 
way to insure full results and complete 
productiveness of space used in the paper 
is to feature a variety of items in each 
ad, rather than one line or item. For 
example in tomorrow’s 10 to 20 inch space 
this is a good selection and combination: 

Necklaces at three price ranges; 
Bracelets at two price ranges; 
Stationery at three price ranges; 
Rings at two price ranges; 

Objects of art at two price ranges. 

Thus the ad will contain five sections 
of stock and 12 prices, and will carry to 
say 1200 readers of the ad, not one 
buying impulse but 12 buying impulses. 
On the other hand, if the space is used 
to feature only one item, the direct-sell- 
ing power is limited to that item. Out 
of the 1200 readers, maybe 20 will be 
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attracted by the single item, whereas the 
#2 price” ad can easily appeal to 12 
times 20 or 240 people. 

And since customers undoubtedly re- 
spond slowly in hot weather, the way to 
offset lack of activity is to multiply the 
chances per ad. Space, it must be kept 
in mind, does not sell goods; items and 
prices are what do the selling. Space 
merely carries the merchant’s pictures 
of today’s offerings in the jeweler’s store. 
Now the three copy writing rules: 


Three Copy Writing Rules 


No. 1—Give copy a summer slant, sug- 
gest, in terms of different items, the 
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No. 1—An example of personalized ap- 

peal in text. Complete composition of 

ad—type, display, cuts and border—give 

effect of coolness, and in addition reflect 

quality. A splendid example of summer 
style 


special application to summer use. Put 
ideas like this into the text: “Here is 
something that will add coolness to your 
summer costume.” The item may be a 
string of white or pale blue beads and 
the thought should be that they amplify 
the sense of coolness existing naturally 
inthe colors and so on. Any slant that 
puts extra ideas into customers’ minds 
isa selling slant; if to this is added a 
seasonal touch, the appeal is just that 
much more powerful. 

No. 2—Give copy an inspirational 
slant. This means go easy on dull facts 
and figures and go heavy on sprightly, 
. timulating suggestions. In other words, 
put an objective into the customer’s mind, 
Make her want to accomplish something, 
to be like someone of consequence or im- 
Prove her own personality. Something 
like this is the idea: “The young miss 
need not wear the Princess’ jewels to 
have the poise of a princess. She needs 
mly a simple string of pearls or an 
&xquisite bracelet suited to her per- 
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sonality.” That is an example of in- 
spirational copy and the reason it is 
useful in hot weather advertising is be- 
cause it requires only a little mental 
activity to grasp it. 

Heavy descriptions, cumbersome argu- 
ments are tiresome any time and espe- 
cially so in torrid weather and anyway 
inspirational text fits the idea behind 
most jewelry items. 

No. 83—Give copy a personal slant. In 
summer people think more about them- 
selves than in moderate weather. This 
is a psychological fact, not a theory. 
And if advertising text has the personal, 
humanized slant it is more likely than 
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FULL STOCKS OF THE LEADING PATTERNS 


A beautiful display of the various pieces available for selecting 
sets from the outstanding patterns in fine Sterling Silver Flat- 
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Sterling Silvea Dishes, Candlesticks, Tea Sets and other 
appointments are also shown im patterns to match. t 
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No. 2—This is the typical, easy-to-read 

ad so displayed and arranged as to in- 

vite the eye and the mind. Specific ap- 

peal is skillfully carried out by the cut 
and descriptions of patterns 


otherwise to hit home when the reader 
sees the pronouns “you” or “yours” in 
headline or body text. “When you see 
our new wrist watches (or handbags 
maybe) you’ll feel they were selected in 
the market expressly for you.” 

This is a never failing touch of effec- 
tiveness in copy for naturally the custom- 
er can more easily think in terms of him- 
self or herself than in any other way. 

These brief examples are merely typi- 
cal. There are literally scores of ways 
to multiply them into a series of summer 
slants. 

Other recommendations are brevity, 
clearness, simple sentence _ structure, 
short words and plenty of cuts and few 
decorations and type effect. An over- 
displayed ad is discouraging to the eye 
when the thermometer is near 90 in the 
shade. 








Edwin R. Wilcox recently purchased 
the jewelry store of Fred L. Baldwin, 
Virginia St., Waterloo, N. Y. 
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The Jeweler and His Trade Paper 


Many retailers pay too little attention 
to their trade publications. If they will 
stop to consider that the best brains in 
the country are sought out to head the 
different departments of leading trade 
papers, they will regard them with the 
respect they deserve. Every department 
of the retailer’s business is thoroughly 
gone into, the ethics of good retailing 
discussed, advertising is explained in de- 
tail, window dressing dealt with, and 
salesmanship for the use of the help is 
considered at length. 


Not only ought every retailer to read 
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No. 3—Here the element of beauty in 

the advertised items is definitely re- 

flected in layout and type management. 

Quality suggestion is sharply brought 

out by use of special font. Fine idea 
for a series of summer ads 


his trade papers, but for his own benefit 
he should insist on his salesmen reading 
them and discuss with them the pros 
and cons of certain articles, thus show- 
ing his assistants that he takes an inter- 
est in their acquiring extra knowledge. 








William B. Griffin, formerly manager 
of sales and advertising of the Holmes 
& Edwards division of the International 
Silver Co., Factory C, Bridgeport, Conn., 
has been appointed by the executive com- 
mittee of the International Silver Co. 
to the position of general manager of 
Factory H, which is the Wm. Rogers 
Mfg. Co., division of the International 
Silver Co. at Meriden, Conn. This di- 
vision is the second largest plant in the 
International Silver Co. Mr. Griffin as- 
sumed his new duties June 16. Mr. 
Griffin is prominent in advertising and 
sales circles. He helped establish and 
was the first president of the Bridgeport 
Advertising Club. 








THE JEWELERS’ CIRCULAR June 26, 1930 














i, 





Established 1860 


| 
EICHBERG & CO. 


Cutters and Importers of 


DIAMONDS 











CUTTING WORKS: OFFICE: 







































155-157 Summit Street 511 Fifth Avenue 
| NEWARK, N. J. NEW YORK 
Mm. S. Hedges & Co. 

IMPORTERS OF 

6. L, BLEECKER, Vice-President 20 West 47th Street 
Wel. ©. GRUNEN, Treasurer NEW YORK INCORPORATED 1811 
* 























ESTABLISHED 1888 - 


Jacobson Brothers 


= CUTTERS Of =—_— 


“PROPERLY MADE” DIAMONDS : 








CUTTING WORKS: 551 Fifth Avenue 
eee NEW YORK 














Newark, N. J. 


















~~. © 


2easgst raw Vee Ss sc es 


sereorsgsrtvenoeoepmonmmewmw vows gs 


"eae setawesc 





30 


“rnc 
— 


, = 





YUL 




















June 26, 1930 











THE JEWELERS’ 





CIRCULAR 





39 



































Ancient Silver Pieces Sold at London 





English Jeweler Buys Rare Silver Basin at Christie’s—Thief Caught After Stealing Bracelets from 
London Shop—Coral and Carnelian Used for Decorating New Straw Bags 


LONDON, June 15.—It is usual at the 
exclusive auctions of valuable old 
jewelry and silverware here for the best 
and most expensive pieces to be snapped 
up by, or for, American collectors and 
merchants. This week, at Christie’s the 
tables were turned, a Surrey jeweler 
stepping up blithely and roping in a 
plain circular sugar basin and cover 
dated 1730 and undoubtedly the work of 
Adrian Brancker of New York around 
200 years ago. The basin cost the local 
man $3,150 which works out at approxi- 
mately $362 per ounce. Critics of old 
silver who attended the sale were unani- 
mous that the basin was of American 
craftsmanship of the date period in 
which Adrian flourished. A number of 
other important pieces figured at the 
sale. One was a Commonwealth silver- 
gilt porringer, cover and stand embossed 
and chased with foliage borders and 
fitted with scroll handles. It changed 
hands for $7,555—more than $172 an 
ounce. A Charles II cup with scroll 
handles and a small spout to form a 
cream jug realized $115 an ounce. A 
Queen Anne cylindrical dredger with 
scroll handles and reeded borders sold 
for $75 an ounce. A Charles II sweet- 
meat dish embossed in a fruit and flower 
motif and with beaded borders and flat, 
bell-shaped handles realized nearly $98 
an ounce. The day’s sale realized al- 
together $33,145. 


*” * * 


A visitor at the jewelry store of Hope- 
on Bros. in Regent St., was examining 
gemmed bracelets near the street door 
When other customers entered the shop 
through the same door the other after- 
hoon. The man holding the bracelets 
Immediately dashed past them and into 


By JACK BROOKS 


the street. A partner of the jewelry 
firm dashed after the man, his cries of 
“Stop thief” attracting the attention of 
shoppers who also took up the chase. 
When it seemed that the offendor was 
about to elude his pursuers a passer-by 
tripped him, and he was held and handed 
over to the police. 
* * 


A good selling line that jewelers are 
interesting themselves in is the new 
dinner mat of glass which society host- 
esses are now using in their latest dinner 
table schemes. These mats have three 
different surfaces incorporated in the 
pattern—plain, sandblasted and mirror 
style. The part of the mat that is of 
plain glass shows the grain of the table. 

a” * * 


Very smart and light weight bags of 
fine straw decorated with coral and 
carnelian are now to be seen in the 
metropolis. The handbags are held by 
old-fashioned loops of straw. Rings of 
the coral and carnelian are used to con- 
nect the links with the bag. Squatting 
on top of the receptacle is a little rabbit, 
or similar animal, fashioned from coral 
or one of the other semi-precious ma- 
terials. 

* * * 

A demonstration of the automatic 
window shutter designed to foil smash- 
and-grab jewel raiders and described in 
detail in THE JEWELERS’ CIRCULAR a few 
months ago was given this week before 
representatives of the Metropolitan 
police and insurance companies. The 
inventor, an elderly dockyard engineer, 
showed just how the heavy shutter works 
when the plate glass window of a trim 
is broken by a would-be thief. He threw 
a brick through the window of a work- 


shop specially rigged up for the occasion. 
Before the brick had found a resting 
place inside the trim the shutter clanged 
down over the jagged hole in the glass 
made by the brick. Its action was so 
rapid that it was impossible for anyone 
to insert a hand through the hole in 
the window. Even should a thief suc- 
ceed in beating the shutter’s time he 
would find his hand imprisoned before he 
could withdraw it. The shutter is of 
heavy steel and any violent pressure on 
the outside glass is sufficient to trip it. 
The mechanism is extremely simple con- 
sisting chiefly of a small spring at the 
top which is released the instant the 
glass is struck. This spring in turn re- 
leases another spring which holds the 
shutter out of sight. Further experi- 
ments probably will take place. The 
police and insurance men are impressed 
with the shutter’s capabilities, its chief 
asset being its surprise element. 
* * ok 


What business there is in high-class 
silverware is in the plain undecorated 
variety, Sheffield silversmiths’ report. 
There is little work for craftsmen spe- 
cializing in chasing, saw-piercing and 
engraving. The cutlery and plate busi- 
ness is bad. Sheffield has decided not to 
have a combined display at the Buenos 
Aires exhibition early in 1931. Some 
individual silver and plate firms will 
make displays. This is the more sur- 
prising since the managing director of 
one of the biggest Sheffield houses is 
back from his South American business 
trip with the report that there is an ex- 
cellent: field for Sheffield silver and 
cutlery in Latin America and that 
Sheffield manufacturers appear to sys- 
tematically ignore it. 
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Sterling silver 
bowl presented to 
Rear Admiral 
Byrd by the City 
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of Winchester, 

Va. upon his 

homecoming last 
Sunday 








Russian News Notes 


Soviet Expert Studies Platinum of Borneo—Platinum Machinery Contest Conducted in the Urals 
—Buried Treasures of Jewelry Hunted with Loadstones—Ural Precious Stone Industry 
Serves as Background for New Soviet Novel 


With unflagging interest, the Russians 
keep themselves posted on all the ques- 
tions that have any relation, however 
remote, to their platinum problem. Thus, 
in a recent issue of Gorny Journal (“The 
Mining Journal”) of Moscow we find a 


lengthy article entitled: “Chemical Ex- 


amination of Platinum Ores and Min- 
erals of the Osmium-Ruthenium Group 
from Borneo Island,” by G. P. Chernick, 
who is an engineer with the Geo-Chemi- 
cal Laboratory of the Soviet Academy 
of Sciences. 

Chernick’s first visit to the Dutch East 
Indies dates back to 1908 when he coi- 
lected in Borneo and brought to Russia 
samples of platinum collected by na- 
tives in their spare moments. The kus- 
sian savant explains in his article that 
“gold is valued by the Borneans con- 
siderably more thar platinum which is 
called by the natives ‘frog-gold,’” and 
that he saw no regular platinum mining 
commercially conducted in any part of 
the island. In 1912, Karl von Bemmer, 
a German industrialist of Banjermassine 
(Borneo), sent to Chernick in Russia 
additional specimens of local platinum, 
and these have been serving Chernick 
as the objects of his chemical exami- 
nation ever since. He made countless 
analyses of the specimens, publishing 
his results in two series of articles, the 
earlier appearing in Gorny Journal of 
1913, the final made public only now. 

* * * 


Aug. 1, 1930, is the last day for the 
Ural workers and employes of platinum 
mines and refineries to turn in the blue- 
prints of their inventions or improve- 
ments, calculated to better the electric 
dredges of the industry, for the contest 
officially conducted by the management 
of the Kitlim-Kosvin Gold and Platinum 
Section. There are prizes, totaling 1800 


By ALBERT PARRY 


rubles ($900). Descriptions of some of 
the winning inventions and improve- 
ments will be published in the Soviet 
technical periodicals. 

* * * 


A cache of jewelry and precious stones 
was found recently near Briansk in the 
garden of an estate formerly belonging 
to the late General Trepov, formerly 
chief of the Czar’s police. The valuables 
were handed over to the representatives 
of the Soviet Treasury. 

Other hidden treasures are being con- 
stantly found in the gardens and the 
walls of the houses once belonging to 
the nobles. In a recent issue of the 
Moscow Novy Mir (“The New World’), 
A. Aleshin tells of a new method em- 
ployed by the Soviet men hunting for 
hidden jewelry and other valuables. They 
walk along the walls of a suspected house 
with loadstones in their hands. Where 
the arrows of loadstone begin to jump 
back and forth, there the walls are being 
pierced, and presto! the heavy silver- 
ware and bejewelled objects, hidden by 
the rich who are dead or abroad, gleam 
before the eyes of the searchers. 

Some of the Russian newspapers pub- 
lished abroad by the emigrés, print 
stories, however true, of agreements 
reached in Paris and other West Euro- 
pean cities between Soviet agents and 
some of the ex-rich Russians. According 
to these agreements, the refugees point 
out on the maps of their former estates 
the exact sites of buried treasures for 
the Soviet authorities to dig them up 
and divide between the Soviet Treasury 
and the former owners. Even the most 
rabid anti-Soviet periodicals assert that 
the Soviets keep their promises after the 
secrets are divulged by the refugees, 
who, indeed, get from the Reds the 
share agreed upon. Some newspapers 


report cases of ex-nobles given safe con- 
duct into Russia for the purpose of 
pointing out their hidden jewelry to the 
Soviet authorities. 

* * * 


“Samotzveti,” or “Precious Stones,” is 
the new novel of a Soviet Russian 
woman-writer, A. I. Voinova, recently 
published in Moscow. The action is laid 
in the Red capital, among the high em- 
ployes of a fictitious Soviet state trust 
taking charge of the Ural precious 
stone industry. One of the executives, 
a member of the former class of intelli- 
gentsia, is the villain. Another execu- 
tive, of proletarian and revolutionary 
origin, is the hero. The book incidently 
sheds some light on the insides of the 
complicated mechanism with which the 
Ural mines are managed from the Soviet 
capital. The author seems to have got- 
ten hold of much authentic information 
about the precious stone industry of the 
Urals and its management in the office. 








Lansing, Mich., Jewelers Organize 
and Elect Officers 
LANSING, MiIcH., June 19.—Local 


jewelers have formed an organization 
in the trade to be known as the Lansing 
Retail Jewelers Association. At a meet- 
ing held in the Hotel Downey last week 
officers and directors were chosen. Rep- 
resentatives from the Detroit and 
Kalamazoo organizations were guests of 
the evening. 

‘The officers chosen include: President 
Fred Heldmeyer, Heath Jewelry Store; 
vice-president, Eugene Parker, and sec- 
retary-treasurer, O. A. Mattison. The 
board of directors is made up of the 
officers in addition to the following: 
William Present, Alva G. Ruff and C. 
W. Ellison. 
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Good Results Expected from Flexible 
Provisions of the New Tariff Law 


WASHINGTON, D. C., June 21.—“We 
have in the new flexible provision a for- 
ward looking measure that has received 
the warm indorsement of representative 
business and agricultural bodies every- 
where,” said Assistant Secretary of 
Commerce Klein, talking on the radio 
Sunday night on “The Flexible Tariff 
Clause.” 

“We may well hope that,” he con- 
tinued, “out of this prolonged period of 
tariff agitation in Congress and else- 
where, there may prove to have issued a 
new and efficient instrument for the 
public service.” 

Secretary Klein called attention to the 
fact that after 18 months of talk the 
bill has finally become law and con- 
tinued, “business, which has owed at 
least some of its recent troubles to un- 
certainty about the tariff, can now chart 
its course under fixed stars instead of by 
gyrating uncertainties of partisan fire- 
works. 

“In view of the extreme complexity 
of modern economic conditions and the 
speed of development—in view, also, of 
the pressure of special interests and of 
sectional viewpoints upon the members 
of the Congress during the framing of 
a tariff act—it would be truly surprising 
if there issued from such a struggle a 
measure devoid of inequalities, incon- 
gruities, and mistakes. Such unsatis- 
factory phases are admittedly present 
in the text of the new law. The primary 
purpose of the flexible provision is to 
permit the new Tariff Commission to 
correct them.” 

* * 7 


Big Drop in Imitation and Precious 
Stone Exports from Idar-Oberstein 
District of Germany 


WASHINGTON, D. C., June 23.—Unoffi- 
cial reports from Germany state that 
business with the United States, the 
principal customer for stones and jewel- 
ry produced at Idar-Oberstein, remained 
practically 40 per cent below the aver- 
age for the January to April business. 

The sale of diamonds, the report 
states, suffered in particular from an 
absence of orders from American’ im- 
porters as a result of the contemplated 
reduction of the import duty from 20 to 
10 per cent ad valorem. Since the dia- 
mond market was generally weak both 
in Europe and on the other continents, 
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decreased business: with the United 
States could not be balanced by sales 
to German and other foreign customers. 

Other precious and _ semiprecious 
stones such as aquamarines, amethysts, 
turquoises, opals, topazes, etc., as well 
as synthetic rubies, and sapphires were 
also in weak demand during the period. 
Prices are reported unsatisfactory and 
competition growing among the Idar- 
Oberstein manufacturers, several of 





whom suspended _ operations. While 
synthetic material suffered from insuffi- 
cient buying by the eastern Asiatic coun- 
tries, the turnover of genuine stones de- 
creased mainly in consequence of ab- 
normally low sales to the United States. 
Raw material was always supplied in 
sufficient quantities. 

Pearls are reported dull, although ex- 
ports to the United States were propor- 
tionally larger than shipments of pre- 
cious and semiprecious stones to that 
country. 

The demand for genuine silver jewelry 
was also slack, largely as a result of 
slow buying by American firms, an up- 
ward trend, however, being reported at 
the beginning of March. Sales of imita- 
tion material suffered especially from 
the unfavorable economic situation in 
Germany and prices were kept low by 
rigorous competition. The number of 
laborers engaged by the manufacturers 
of genuine jewelry in Idar-Oberstein 
is reported to have been reduced by 25 
per cent. 

It is generally believed in Idar-Ober- 
stein circles, the report states, that there 
will be no improvement of the situation 
until the American import rate has been 
definitely fixed. Inasmuch as a gen- 


eral reduction of the import rate from 
20 to 10 per cent on precious and semi- 
precicus stones is expected by American 
importers, business during the quarter 
must be 
abnormal. 


designated as exceptionally 





By L. M. Lamm, Washington, D. C., Correspondent 


Chain Stores Distribute Eighteen Per 
Cent of All Goods Sold at Retail 


WASHINGTUN, D. C., June 21.—It is 
estimated in Chain Stores, recently is- 
sued by the Chamber of Commerce of 
the United States, that probably not less 
than 18 per cent of all goods sold at 
retail are distributed through chains, as 
compared with 6 per cent in 1923, 8 per 
cent in 1926, and 12 per cent in 1927. 
In some lines, it is said, chain stores 
handle as high as 40 to 50 per cent or 
more of all products sold to consumers. 

It is estimated that there are at pre- 
sent more than 10,000 chain store sys- 
tems in the United States, counting all 
concerns with two or more units, with 
over 100,000 retail outlets. There are 
said to be over 900 grocery chains, oper- 
ating nearly 65,000 stores, which are 
claimed to handle about 45 per cent of 
grocery volume. Over 400 chains in 
the drug field, operating more than 3000 
stores, are said to do about 20 per cent 
of the country’s drug store business. 
The “5 and 10 cent” chain stores are 
estimated to do at least 50 per cent of 
the total business in the lines of novel- 
ties and notions that they carry. 

While chain store distribution is said 
to be gaining ground rapidly, its limits 
of growth are claimed to have been 
reached in a few lines and in some com- 
munities, and it is pointed out that in 
no known case has chain store distribu- 
tion completely taken over the entire 
retail distribution of any line in any 
trading community. There is said to be 
no indication that chain store distribu- 
tion will destroy and take the place of 
distribution through independent whole- 
salers and retailers. 


* * x 


Decrease in Diamond Output of 
British Guiana 


WASHINGTON, D. C., June 21.—Ac- 
cording to figures made public by the 
Department of Lands and Mines, the 
production of diamonds last year in 


British Guiana was 937,489 stones 
weighing 125,799 3/16 carats. The pro- 
duction in 1928 was 967,470 stones 


weighing 132,482 11/16 carats. 

The exports of diamonds show a de- 
crease as compared with 1928. Dia- 
monds valued at $2,277,567 were ex- 
ported last year as against $2,518,836 
in 1928. The approximate value per 
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SUN=RAY CRYSTALS 


(Patent and Trade Mark Pending ) 


Perfectly cut and engraved, these exquisite 
novelties are made from the finest quality Rock 
Crystal. When mounted attractively, they form 
an article of personal adornment instantly ap- 
pealing to women of good taste. 


Available to manufacturers only. We will gladly 
send you a list of manufacturers who are already 
using M. & M. SUN-RAY Crystals in fine jewelry. 
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carat last year about $1.23 below prices 
of 1928. 

The production of gold last year in 
British Guiana according to the same 
department was 7294 ounces valued at 
$130,197.80 compared with 6083 ounces 
in 1928. 

The exports last year were 5837 
ounces valued at $100,535 as against 
4264 ounces valued at $76,149 in 1928. 
The unit value of gold last year was 
$17 or 85 cents less than in 1928. 


* * *” 


Problems Involved in Extension of 
Credit 


WASHINGTON, D. C., June 21.—Evi- 
dence that all branches of retail trade 
must solve the problems connected with 
credit extension if they are to function 
at maximum efficiency was revealed in a 
nationwide survey conducted by the De- 
partment of Commerce with the cooper- 
ation of the National Retail Credit As- 
sociation and various State and local 
organizations. Part III of the survey 
has just been made public. 

The survey disclosed that credit prob- 
lems of paramount importance varied 
markedly as between the different lines 
of retail trade. For instance, exami- 
nation of the operations of some 
branches showed that the most important 
item was the matter of returned goods 
on credit sales; in others bad debt 
losses on instalment sales formed the 
outstanding problem; while in still other 
lines instalment sale losses were low but 
open credit losses were very high. 

Information of the type disclosed by 
the survey, according to credit authori- 
ties, should prove of substantial im- 
portance. It not only should be instru- 
mental in assisting the merchant to 
carry on his credit business more effi- 
ciently, but also should enable him to 
pass the resulting gains to the consumer 
in the form of lower prices. 


* * * 


Services of Trade Associations Almost 
Indispensible 


WASHINGTON, D. C., June 21.— The 
services performed by trade associations 
have become an almost indispensable fac- 
tor in business success, according to a 
recent statement by Dr. Hugh P. Baker, 
thief of the trade association division of 
the Chamber of Commerce of the United 
States. 

“The trade association,” he said, “has 
become a permanent part of American 
business life. Conditions are such today 
In industry that if for any reason the 
association serving a particular industry 
Were wiped off the map, in six months 
doubtless the industry would have to 
tome together again for unified action in 
Meeting its common problems. 

“There is plenty of evidence,” he con- 
tinued, “that the trade association has 
tome to stay. In this connection, it is in- 
teresting to note the changing attitude 
f the bankers of the country toward 
tade associations. More and more the 
mkers are coming to determine the 
Mtedit to be extended to business men 
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upon the basis of the ability of the busi- 
ness man to get together with his com- 
petitors for the sound upbuilding of the 
business or the industry of which he is a 
part. Bankers are less and iess inter- 
ested in the little fellow or the big fel- 
low who thinks he can run his business 
off in a corner by himself without affect- 
ing his competitors or without affecting 
his industry. 

“The fact that the American banker is 
recognizing the importance of the trade 
association is evidence enough that he 
thinks that the trade association has 
come to stay. Another evidence of the 
permanency of the trade association is 
the fact that no large industry in this 
country is without a trade association.” 








Protest New Tariff 


German Jewelry Manufacturers Cable Presi- 
dent Hoover That New Duties Will 
Bring Disaster to Their Nation 


BERLIN, GERMANY, June 11.—The new 
American tariff and its advances in the 
rate of duty in many schedules has 
alarmed German manufacturers to an 
extent not appreciated in the United 
States because the people here feel that 
should the increase continue, there will 
be disastrous results throughout this 
country. The jewelry manufacturers of 
Pforzheim, who are particularly alarmed, 
have taken it upon themselves to send a 
cable to President Hoover, in which they 
attempt to convey to him the seriousness 


such that 
“pathetic” and is getting worse. 
the new tariff of the United States go 
into effect, it is believed it will kill 
Germany had with 
America and will cripple industry in this 


the export trade 
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tinue their meager existence if 
Germany has the chance of keep- 
ing up its export business. Your 
new proposed tariff on imported 
goods will for the greater part 
ruin Germany’s exports to the 
States. There exists no compensa- 
tion for a loss like this. The rais- 
ing of your tariff means to Ger- 
many at least thousands of more 
unemployed with consequent in- 
creasing dissatisfaction in Ger- 
many which can lead to events of 
catastrophical character. Doors 
and gates will be open for the 
spread of bolshevism and nothing 
could keep it from spreading fur- 
ther than Germany. We jewelry 
manufacturers of Pforzheim and 
exporters to the States passed in 
our special meeting May 15 the 
resolution to appeal to you, beg- 
ging you to consider all the true 
facts which in brief are here given 
and in the interest of the dis- 
tressed and tax burdened German 
nation to use all your influence to 
the end that this inhuman and un- 
fair plan of raising the duties on 
goods imported to U. S. A. will be 
abandoned.” 


The economic situation in Germany is 
it can be almost termed 
Should 






of the situation. 
The cable, which in itself is almost 
an appeal to the American nation to 
take steps to prevent the threatening 
catastrophe, reads: 


CABLEGRAM TO PRESIDENT HOOVER 
Washington. 
“President Hoover: 

“In consequence of the Dawes 
Young Plan of the lost war and 
the inflation the German Industrie 
has to carry immense financial 
burdens and_ exorbitant high 
taxes which makes it entirely im- 
possible to gather working capital 
or to make any headway in busi- 
ness. Germany has today at least 
three millions of unemployed. Ger- 
many is a very small country only 
as large as one of your States and 
sixty millions inhabitants are 
crowding this small territory most 
of them engaged in manufacturing 
and merchandising goods. The 
greater part of them can only con- 





country completely. It is reported here 
that the whole German nation is for the 
first time talking of uniting and placing 
a boycott on American goods in retalia- 
tion, as they feel that the amount of 
American exports to this country is ‘suf- 
ficient to make such an act of importance 
to the business world of the United 
States. 








Southern Indiana Retail Jewelers 
Meet at Princeton 


PRINCETON, IND., June 19.—The South- 
ern Indiana Retail Jewelers Association 
met here last evening, the gathering 
being in the nature of a get-together 
meeting at the home of Mrs. Walter 
Taylor. The meeting was of a social 
nature and was in charge of J. P. Hagel, 
of Washington, Ind., president of the 
Indiana Retail Jewelers’ Association. A 
fried chicken dinner was served. Retail 
jewelers were in attendance from Evans- 
ville, Vincennes, Princeton, Oakland 
City, Bicknell, Petersburg, Washington 
and Tell City. 

During the regular business _ ses- 
sion which followed the dinner, Presi- 
dent Hagel outlined some of the work 
of the state association. The principal 
address was made by Leo Simon, Vin- 
cennes. Short talks were given by A. E. 
Craig, Bicknell; Pete Heinzle, Tell City; 
J. A. Dunn, Chicago; Herbert B. Dieck- 
men, Evansville; J. D. Ward, Washing- 
ton, and Earl McConnell, secretary of 
the State association. Plans were made 
to have these meetings at frequent in- 
tervals. 
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“Tru-Stone” Colors are 
nearest to Nature. 


Behind the ‘‘Tru-Stone” 
Tag are all the fine 








TRUE HARDNESS 





qualities you expect 
“Tru-Stone” Hardness is . 9 
unsurpassed in _ synthetic of the world Ss most 
ae distinguished synthetics. 











TRUE SHAPES 





“Tru-Stone” Cuttings are 
abreast of the latest style 























trends. 
S. NATHAN & CO. 
Incorporated 
Identified by this tag 
71-73 Nassau Street \ NATHAN T 
New York . 
DIAMONDS - PEARLS . PRECIOUS STONES 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 


THE JEWELERS’ BUILDING $ 14 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


55 West 47th Street New York, N. Y. 
Telephone Bryant 6506 

















== > $3,000 REWARD <= 


For Return of Pearl Necklace of 89 Pearls With Platinum Diamond Clasp 


Center pearl weighed 13.48 grains. First pair: 1 weighed 10.16, pairs: 42.12; Twenty-third to thirty-third pairs: 44.52; Thirty-fourth 
other 9.80; Second pair: 15.32; Third pair: one 6.48, other 6.44; to forty-fourth pairs: 40.68.—Total 257.04 grains. Marquise diamond 
Fourth pair: 11.00; Fifth pair: 10.00; Sixth pair: 8.32; Seventh pair: weighed .62 set in platinum clasp with scratch No. 446.—Lost in 
6.92; Eighth to thirteenth pairs: 31.80; Fourteenth to twenty-second New York City, June 11, 1930. 


W. B. BRANDT & CO., INC. 110 William St., New York . Beekman 6261 
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Atlanta, Ga., Jewelers Furnish 


Specially Designed Silver Pieces 
for Presentation 


The group of silverware illustrated 
above was presented recently to Harry 
Hodgson, retiring president of the Na- 
tional Cotton Seed Products Association 
at a convention held in New Orleans, 
La. The specially designed and executed 
silver centerpiece and plateau, together 
with the 14-in. chop dish and pair of 
compotes, were furnished by Myron E. 
Freeman & Bro., jewelers, 103 Peachtree 
St., N. E., Atlanta, Ga. 

All of the pieces were made by the 
Gorham Co. and the Freeman concern 
received many complimentary expres- 
sions on the beauty of the group. 








San Gabriel, Cal., Jewelers Organize 
and Elect Officers 


Los ANGELES, June 20.—The largest 
meeting of jewelers ever held in Pasa- 
dena and by far the most enthusiastic 
gathering was that held for the organi- 
zation of the merchants of Pasadena, 
Monrovia, Alhambra, San Gabriel, Tem- 
ple, Monterey Park, and South Pasa- 
dena, last Friday evening. The organi- 
zation adopted the name “San Gabriel 
Valley Jewelers Association,” and de- 
cided to meet the second Friday of each 
month. 

The meeting was called to order in the 
assembly room of the Pasadena Athletic 
and Country Club by J. Herbert Hall, 
president of the California Gold and 
Silversmiths’ Association. Officers were 
then elected as follows: President, 
George W. Collis, owner of the oldest 
established jewelry house in Pasadena; 
vice-president, Ivan Berry, manager of 
Walton & Co.; treasurer, Earl B. Hall, 
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SILVER SET PRESENTED TO RETIRING PRESIDENT OF NATIONAL COTTON SEED ORGANIZATION 


of J. Herbert Hall Co.; secretary, Dan 
B. Whitney, all of Pasadena. The board 
of directors consists of Harry J. Arm- 
strong, of the C. S. Lewis Co., Pasadena; 
C. O. Arnold, of the C. O. Arnold Co., 
Pasadena; Glen Box, Monrovia; Alex- 
ander Dicks, South Pasadena; Roger 
Kelley, of the Roger Kelley Co., Pasa- 
dena; Charles Lewis, of Everard & Co., 
Pasadena, and E. R. Wallman, Alham- 
bra. 

J. Herbert Hall and E. R. Allen, 
president and secretary, respectively, of 
the State Association, Clarence Runyon, 
president of the Southeastern Retail 
Jewelers Association, Arthur Dibbern, 
president of the San Fernando Valley 
Jewelers Association, E. L. Merithew, 
president of the Long Beach Association, 
all made addresses, showing what has 
been accomplished by organization and 
what can be done through cooperation 
and united efforts of all the associations 
in southern California. It was decided 
to hold the next meeting July 10 and 
several volunteered to go to San Diego 
in the near future when an association 
will be formed in the southern city. 

A report made by State Secretary 
Allen indicated that 1775 jewelers regis- 
tered at the recent State gathering held 
in this city. In this registration were 
delegates from 98 California cities, 18 
other States and three foreign countries. 
A classification of the registrations 
showed that 1185 were from the retail 
trade, including employers and employes. 

It is planned to organize about 22 dis- 
trict clubs in this State. 








The F. G. Schloser Co., 100 N. Seventh 
St., Minneapolis, Minn., was recently in- 
corporated for $10,000. F. G. Schloser 
is president of the company, J. Roy 
Pierce, vice-president and G. D. Hem- 
mingway, secretary and treasurer. 
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Kentucky Retailers Plan to Revive 
Association and Hold Convention 


LOUISVILLE, Ky., June 20.—As a re- 
sult of the efforts of officers of the Amer- 
ican National Retail Jewelers Associa- 
tion the officials of the long inactive Ken- 
tucky Retail Jewelers Association, which 
has not held a meeting in 10 years or 
more, have agreed to endeavor to re- 
organize the old body. Percy B. Stith, 
president of William Kendrick’s Sons, 
and secretary-treasurer of the old organ- 
ization, reports that notices were sent 
out this week to retailers of the State, 
asking them to come to Louisville for a 
one day meeting on July 8, at the Seel- 
bach Hotel, Louisville, starting at 10.30 
a. m., in the Leather Room. A second 
notice will be mailed next week, and per- 
haps a third one to reach the retailers 
just ahead of the meeting. 

The National association has agreed to 
send speakers. Mr. Stith is also plan- 
ning to secure one or more speakers out- 
side of the jewelry trade to make talks 
on merchandising, financial and other 
problems of the day. The Better Busi- 
ness Bureau of Louisville will be invited 
to provide a speaker to tell of the Auc- 
tion Sales Ordinance in Louisville, how 
it was procured and how enforced. This 
ordinance was secured through the co- 
operation of the Louisville Retail Jewel- 
ers Association and the Better Business 
Bureau. 

William M. Irion, of Matt Irion & 
Sons, Louisville retailers, is president of 
the Kentucky Retail Jewelers Associa- 
tion, and is expected to arrange a good 
program, through the aid of Mr. Stith. 

The Louisville Retail Jewelers Associ- 
ation, which has also been rather in- 
active, will cooperate with the State 
body. G. F. Geiger, of Geiger & Ament, 
Louisville, is president of the Louisville 
organization. 
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Emeralds Catseyes 
Rubies Star Rubies 
Sapphires Star Sapphires 


JUNE 22nd, 1930 
----to be EXACT 


Copyright 1929 


A son was born to Col- 
onel and Mrs. Charles 
A. Lindbergh. 


Lone Eagle Junior enters 
the world with a priceless 
heritage of unlimited cour- 
age, aggressiveness, wealth 
and position. 


Chinese Jade 
Black Opals Aquamarines 
and other 


‘Precious Stones 
We _ congratulate the 
mother and father and 
trust the heir will live to 
excel the tremendous ex- 
pectations the world has 
for him. 
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OMURA BAY, NAGASAK 
ISHIGAKIIMA. RIUKIU, JAPAN PALAO 


?MIKIMOTO PEARLS. 


Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
ep alage MACHI NICHOME 


1 eA 
BOMBAY—BULLION EXCHANGE BLDG. 


PEARL CULTURE FARMS 


GOKASHO BAY AND AGO BAY MIYEK 
KEN NANAO BAY. ISHIKAWAKEN 


Illustrated Booklet on application 
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Summer Outing 





Jewelers 24 Karat Club Holds Golf Tourna- 
ment and Field Day at Sunningdale 
Country Club 


Darkening clouds, raw winds and 
drizzling rain with which the day 
opened, failed in any way to dampen 
the enthusiasm of the members of the 
Jewelers 24 Karat Club, who, on June 
18, traveled to the Sunningdale Country 
Club, near Scarsdale, N. Y., to partici- 
pate in what was heralded as an “out- 
ing de luxe” and such it proved to be. 
Before the day advanced, the club’s 
“pull” with the weather clerk worked 
and despite predictions and early in- 
dications, Old Sol did his stunt produc- 
ing a lovely day for the golf, quoits 
and other games in which the members 
participated. 

Unlike other outings, this one was for 
members only and about 50 dared the 
threatening clouds and arrived at the 
beautiful clubhouse at about 10 o’clock 
in the morning. The majority of the 
members came by bus from New York, 
others came by automobile and _ still 
others by train. About 40 of the mem- 
bers immediately joined in the golf 
tournamr<:nt -r4 each foursome as they 
arrive. at tne 10th holé were regaled 
with sandwiches and drinks. This 
served to appease the appetite until the 
members sat down to luncheon in the 
clubhouse about 3 p. m. 

Luring the luncheon, President David- 
son announced the winners of the golf 
tournament, the first prize for the low 
gross score (a silver putter), going to 
A. L. Levy while a similar prize for the 
low net score was awarded to Fred A. 
Croselmire. Lester Russell, the winner 
of the second low gross score received 
a golf bag as did Simon Miller, for the 
second low net score. Also during the 
luncheon, each member was _ presented 
with a bunch of German money marked 
in “karats” instead of marks with in- 
structions to gamble and this they did 
in wild and woolly fashion. At one time 
the noise of the tables somewhat re- 
sembled that of the stock exchange, the 
betting and matching running from a 
thousand to a hundred thousand marks 
karats at a time. The final winner of 
this “Monte Carlo” contest proved to be 
Lee Reichman who received an electric 
clock, a similar prize being awarded 
later to Albert Grabhorn for the guess- 
ing contest. 

Of course, no 24 Karat outing could 
be properly run off without a quoit con- 
test and this was held on the green 
outside of the clubhouse. The winners, 
all of whom received a golf bag as a 
prize, were Everett Ward, Harry Dick- 
inson, William Staiger and H. Sherrill. 

For the president’s cup this year, 
there was an archery contest, each con- 
testant shooting five arrows at a target 
containing spaces indicating the 52 
cards of the deck. The man shooting 
the best poker hand was declared the 
winner, and this proved to be Walter 
ahn. 

In addition to the regular games, the 
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members enjoyed themselves in various 
other ways and altogether the event 
proved to be one of the most delightful 
outings that the club has run off, in 
many years. 

Those responsible for the perfection 
of arrangements were: Vice-President 


Charles W. Sommer and his associates 





CHARLES SOMMER, CHAIRMAN OF THE 
OUTING COMMITTEE 


on the outing committee. Credit also 
should go to ex-President Walter Kahn, 
who is a member of the Sunningdale 
Country Club and who arranged for the 
outing there, and President Davidson 
who worked hard to see that the “wheels 
went ’round” properly. 








Diamond Expert Addresses Gathering 
of Orange County, Cal., Jewelers 


Los ANGELES, June 20.—George F. 
Hambright, an expert in diamonds and 
other precious stones, was the guest 
speaker at the meeting of the Orange 
County Jewelers Association last eve- 
ning, at Santa Ana. Mr. Hambright 
gave many interesting accounts regard- 
ing the easy manner by which “crooked” 
dealers switched stones, palmed off in- 
ferior stones for high grade jewels, 
painted yellow stones so as to resemble 
blue-white diamonds, and many other 
methods by which the unwary and the 
unexpert jewelers were victimized. 

There was a large attendance at the 
meeting, jewelers being present from 
Anaheim, Fullerton, Orange and Santa 
Ana. There were several visiting mer- 
chants from neighboring cities not in- 
cluded in the membership zone. An ex- 
cellent dinner was served and, besides 
the speaker of the evening, several 
members discussed questions of interest 
to the jewelers. 








A. Agranov, proprietor of the Jewelry 
Gift Shop, 50 S. Main St., Norwalk, 
Conn., is opening a branch store at 30 
Main St., the same city. 
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Golden Roosters Frolic 





Chicago Organization Holds Annual “Barn- 
yard” Picnic and Initiates New Members 


CuHIcaGo, June 20.—Golden Rooster 
picnics are held only once a year to the 
sorrow of every member of the Golden 
Roosters of Chicago. This outstanding 
event took place yesterday at their 
“barnyard” in Harm’s Woods. The day 
was ideal, “Old Sol” was on the job and 
did his share to make it a success. 

The “wrecking crew,” headed by 
“Gus” Weinfeld as chairman had many 
surprises in store for entertainment. 
“Dick” Maske, “salesmanager of the 
events” did himself justice in putting 
over many unique stunts. 

By 8 o’clock about 40 members gath- 
ered to play golf. This was followed by 
a horse shoe pitching contest which was 
won by Herbert Goldsmith and Jack 
Gould. Luncheon was served promptly 
at 12.15 p. m. 

In the afternoon the “Peddlers” beat 
the “Buyers” at baseball. The score 
was 6 to 5, so the “Peddlers” walked off 
with the prizes. Other events that took 
place and their winners are: Baseball 
home run, won by Al. Becken; “The 
World’s Greatest Arranger of Affairs,” 
“Gus” Weinfeld; shot putt, Allen Pinero; 
shot putt to hole “Bill” Beckwith; four 
hole golf, “Bob” Hulburt; base running 
against time, “Bert” Merrill; base run- 
ning against time with wheelbarrow, 
Otto Heckman; volley ball circle contest, 
Albert Millard; basket ball toss, Lorin 
C. Lossau; shot with hammer, “Biil” 
Schumann; blind bogey, Frank Moran; 
low gross, “Tom” McMahon; low net, 
guest Charles Mueller; second low gross, 
Wallace Miller; third low gross, Charles 
Brown; fourth low gross, George Dahl- 
man; fifth low gross, Fred Whitney; 
sixth low gross, Axel Paulsen; seventh 
low gross, Howard Seebeck; low net, 
Mike Atz; second low net, Dave New- 
man; third low net, Oscar Lessing; 
fourth low net, John H. Detrich; fifth 
low net, “Andy” Ledwith. All con- 
testants received a handsome prize do- 
nated by various Roosters and jewelry 
concerns. 

The “Wrecking Crew” kept the six 
candidates busy assisting the members, 
and taking the part of waiters. They 
were dressed as English waiters and 
kept the glasses polished. The candi- 
dates that became full fledged Roosters 
are Harry Lossau, George Brasch, Bert 
Friedman, H. N. Purdy, L. G. Percy and 
Ed. Cain. 

When dinner was served at 6.15 p. m. 
full justice was done to the delicious 
menu. As a silver tongued orator, 
“Gus” Weinfeld announced that an ap- 
propriate song was to be dedicated to 
“Tom” McMahon.. Words were com- 
posed by Weinfeld and sung to the tune 
of the Notre Dame Victory March. 
“Tom” McMahon felt proud of the rous- 
ing singing and music as his son is a 
student of Notre Dame. 

‘Tribute was also paid to “Gus” Wein- 
feld for the excellent manner in which 
he handled the arrangements. 
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New Jersey Jewelers Invade Atlantic City 





Twenty-first Annual Convention ef State Retailers’ Association Held at Seaside Resort, Sunday, 
Monday and Tuesday—Members Enjoy Important Addresses and Are Pleasantly 
Entertained—Credit Jewelry Business Subject of Much Discussion 


ATLANTIC City, June 24.—The 21st 
annual convention of the New Jersey 
Retail Jewelers Association which came 
to a close at the Hotel Madison here this 
afternoon, proved a most enjoyable and 
instructive affair to the members. What 
is more, it strengthened the organization 
in many ways, particularly as far as the 
southern part of the State is concerned, 


RICFARD P. HARTDEGEN, REELECTED 


PRESIDENT 


and laid the foundation for active associ- 
ation work during the entire year. 

As a result of the present plans the 
association will hold monthly meetings 
during the year in charge of the vice- 
presidents from various sections of the 
State. The officers elected are: Presi- 
dent, Richard P. Hartdegen, Newark; 
vice-presidents, William Baird, Jersey 
City; Emil Brunner, Westfield; F. M. 
Herrick, Atlantic City; Michael Kohn, 
Elizabeth, and William T. Walsh, Pas- 
saic. The secretary is Mrs. L. H. Koons 
of this city; the treasurer, A. J. Jaeckle, 
and the trustees, Ex-president Jean Tack 
and Conrad Brotherly. 

The convention began Sunday morn- 
ing with a reception, and the members 
were entertained in various ways until 
the evening when a shore dinner was 
held followed by dancing. Monday was 
devoted to reports and addresses on im- 
portant topics with a banquet in the 
evening, while this morning there was 
a business session which was carried 
over to the afternoon. ‘The outstanding 
topic to which more time was given 
than any other was the question of sell- 
ing on credit. 


Sunday 


Headquarters for the convention were 
established in the solarium of the Madi- 
son with a_ registration desk where 
badges were distributed and programs 
given out. The jewelers began register- 
ing Sunday and by 6 p. m. a consider- 
able number were on hand. 

The shore dinner which was the big 
event of the day was scheduled to begin 
at 7 p. m., but did not get under way 
until an hour later. It was attended by 
a good representation of members and 
their wives and proved a very enjoyable 
affair. The dinner was served in the 


-main dining room and was followed by 


a vaudeville program and dancing. 
Monday 


Following the breakfast round table 
in the main dining room the first session 
of the convention was called to order by 
President Hartdegen on the solarium 
roof room at 9.50 a. m. with a fair at- 
tendance which increased as the program 
proceeded. President Hartdegen wel- 
comed the jewelers and then announced 
that President Frasier of the A. N. R. J. 
A., and Robert Barton of the Elgin 
National Watch Co., would be unable to 
attend the convention. 

He next discussed in brief the educa- 
tional program of the A. N. R. J. A. 
and reviewed the work of the New 
Jersey association, speaking particularly 
about a new auction ordinance to be 
introduced in the various cities of the 
State. He also touched upon the State 
Platinum law. 

Secretary Baird next submitted his 
report which reviewed the work of the 
past year. 

The first speaker on the morning 
program was Harry Taub, of the Bulova 
Watch Co., who gave a very interesting 
and instructive address on “How the 
present day cash store may sell jewelry 
on a monthly payment plan, in competi- 
tion with the present day credit houses, 
still maintaining its present position in 
the community.” His address was a 
strong argument for credit selling. He 
told the jewelers that there is room in 
every community for a dignified instal- 
ment business and that the people of 
standing in the communities are waiting 
to avail themselves of such an oppor- 
tunity if it is presented to them prop- 
erly. He cited the success of instalment 
selling in other lines and gave many ex- 
cellent arguments in favor of the plan. 
He said that 70 per cent of all watches 
priced at between $15 and $50 are sold 
on the instalment plan. 

A question and answer period followed 
Mr. Taub’s address and then Miss Polly 
Pettit, display manager for Black, Starr 


& Frost-Gorham, Inc., New York, was 
introduced as the next speaker. 

Miss Pettit gave a very interesting 
talk on jewelry and silverware, stress. 
ing the display features of this subject, 
She urged the jewelers to keep in step 
with the trends of fashion and to make 
their advertising tell the story. Miss 
Pettit told the jewelers that Paris has 


JEAN R. TACK, TOASTMASTER 


decreed the return of the ruby to favor 
and gave many helpful suggestions on 
style trend in its relation to jewelry. 
She said that the American home cen- 
ters about the dining table and _ that 
family pride in silverware should be 
developed. 

Just before adjournment a resolution 
was passed to send a message of good 
cheer to Conrad J. Brotherly, past presi- 
dent of the A. N. R. J. A. and State 
association, who is in Arizona. 

Following adjournment a picture was 
taken on the roof of the hotel. 


MONDAY AFTERNOON 


The Monday afternoon session was 
called to order at 2.05 o’clock. President 
Hartdegen introduced Charles T. Evans, 
secretary of the A. N.-R. J. A., who told 
something about the work of the associ 
ation during the year and of plans for 
the 25th convention to be held in New 
York in September. 

Ernest A. Burrill, who spoke undef 
the auspices of THE JEWELERS’ CIRCULAB 
on the subject “This thing called Mer 
chandising,” was next introduced. AD 
outline of his address appears on pages 
26 and 27 of this issue. 
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The next speaker was E. H. Souder, 
Jr. who talked on “Stock Record Keep- 
ing and Check.” 

A resolution was then submitted pay- 
ds ing tribute to the esteem in which Con- 

ay, rad J. Brotherly is held. It was unani- 
mously adopted. 

Other resolutions were adopted in- 
dorsing the work of the National Jewel- 
ers Mutual Fire Insurance Co., Capper- 
Kelly Bill and the efforts of the Elgin 
National Watch Co. to improve the 
sting jewelry business. Another resolution 
ress. protested against the use of chromium 
ject, plate on jewelry and urged the revival 
step of green and yellow gold. A further 
nake resolution adopted thanked the conven- 
Miss tion committee for its efforts. 
has A resolution expressing a kindly feel- 
ing toward the Jewelry Trade Associa- 
tion and wishing them well was ac- 
cepted after some debate from the floor 
and a vote of the assemblage. Another 
resolution which followed pledged alle- 
giance to the A. N. R. J. A. and praised 
the officers for their efficient efforts. 


The New Jersey jewelers went on 
record as favoring the present regula- 
tions as to stamping watch cases and 
opposed the time guarantee on certain 
clocks. 

An invitation to the jewelers to hold 
their next convention at Asbury Park 
was read. 

Fred Bonner of F. & F. Felger, New- 
ark, N. J.. and Warren Hays, secretary 
of the Clock Manufacturers Association, 
spoke briefly and the meeting then turned 
to the Question Box session. Many of 
the questions had to do with credit sell- 
ing. 

The afternoon session adjourned after 
the consideration of the questions sub- 
mitted and some further discussion. 


_ 


The Banquet 

vor 
on The banquet Monday night in the 
Iry. Solarium on the roof was attended by 
en- even a larger number than was at the 
hat shore dinner on the previous evening. 
be Ex-President Jean R. Tack presided 

with his usual ability and the speaker 


ion of the evening was Hon. Robert Carey. 
ood The guests enjoyed an excellent menu, 
asi- good speeches and after the prizes were 
ate awarded, spent the rest of the evening 


in social intercourse and dancing.: 


vas 
Tuesday Sessions 


The morning session, Tuesday, was 
held in the Dutch Room on the street 
ont floor and opened at 11 a. m. When 
ns, President Hartdegen called the members 
old to order, there was but a small attend- 
: ance, and although this was ,increased 


vas 


“ as time went on, the room was at no 
ow time full. The principal part of this 

business session was, of course, the elec- 
™ tion of officers and Mr. Hartdegen was 
AB again chosen to head the organization. 
m Then followed the election of five vice- 
An Presidents from different sections of the 
s State, each one of which is to preside 


at from one to four monthly meetings 
that are to be held during the year, the 
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vice-presidents chosen being William 
Baird, Jersey City; Emil Brunner, West- 
field; F. M. Herrick, Atlantic City; 
Michael Kohn, Elizabeth, and William 
T. Walsh, Passaic, while the old treas- 
arer, A. J. Jaeckle was reelected, as 
well as the two trustees, Ex-Presidents 
Tack and Brotherly. The new secretary, 
Mrs. L. H. Koons, is one of the leading 
dealers of Atlantic City. 

It was decided that the next conven- 
tion should be held at Asbury Park in 
the second week in May. 


The rest of the morning was devoted 
to a general business discussion, ques- 
tion box, and routine business but mat- 
ters were not all attended to before noon 
and the session carried over until this 
afternoon. 

In the evening a number of the mem- 
bers attended a theater party while 
others departed for their homes. 








Exports and Imports of Watches and 
Parts During April 


WASHINGTON, D. C., June 23.—The 
Department of Commerce has just re- 
leased figures showing that Switzerland 
still leads all other countries in the im- 
portation of watches and parts. During 
the month of April, 1930, the total im- 
ports of watches, movements, cases, dials 
and parts of watches and _ jewels 
amounted to $970,863. The exports of 
watches, with and without jewels, and 
parts thereof, for the same _ period 
amounted to $75,865. 


Switzerland sent out watches and 
watch movements worth $743,685, cases, 
dials and parts of watches worth $94,- 
503, and jewels for watches, clocks, etc., 
totaling $117,957. France ranked second 
to Switzerland in the shipments of mer- 
chandise in all the above classes, with 
totals of $2,402, $1,505 and $2,368, 
respectively. 

Australia was our best customer for 
watches without jewels in April, receiv- 
ing in that month timepieces valued at 
$15,871. Mexico took the largest num- 
ber of watches with jewels, shipments 
received being worth $1,556, and Canada 
led in the amount of parts of watches 
taken, receiving during April shipments 
valued at $31,427. 
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Los Angeles Pawnbroker Near Death 
After Being Hit with Iron Bar— 
Alleged Assailant Caught 


Los ANGELES, June 17.—Early yes- 
terday morning as Abe Allenson was un- 
locking his store at 508 E. Fifth St., a 
man pulled an iron bar from beneath his 
coat and struck him a violent blow over 
the head, knocking him to the sidewalk. 
Several pedestrians who had seen the 
blow struck captured the man. The lat- 
ter gave his name as R. Davidson, 40 
years old, and living at a nearby room- 
ing-house. Davidson was taken to police 
headquarters and booked on a charge of 
suspicion of attempted robbery and 
suspicion of attack with a deadly weapon. 

At latest accounts Allenson was re- 
ported to be near death, as it was found 
his skull had been fractured by the blow 
from the bar. He is 54 years old and 
conducts a pawnshop at the address 
given. He is at the Georgia St. Receiv- 
ing Hospital. Davidson will be held 
pending the outcome of Mr. Allenson’s 
injuries. 


BUSINESS RECORDS 











An involuntary petition in bankruptcy 
has been filed against Christ Brodersen, 
Elmhurst, Ill. 

An involuntary petition in bankruptcy 
has been filed against Everett Nichols, 
Rockford, III. 

It is reported that Borkson’s Jewelry 
Store, Inc., Columbia, S. C., is offering 
a settlement of 40 cents on the dollar. 

Grover C. Wooddell, Beckley, W. Va., 
is reported to be in bankruptcy. Assets 
are given as $6,000 and _ liabilities 
$20,000. 

An involuntary petition in bankruptcy 
has been filed against the Burkhardt 
Jewelry & Gift Shop, Baxter Springs, 
Kan. 

A voluntary petition in bankruptcy 
has been filed by the Joseph W. Cohen 
Co., Reading, Pa. Assets are estimated 
at $36,161, and the liabilities at $69,973. 








Preliminary plans for the 1931 con- 
vention of the National Association of 
Credit Jewelers have been completed by 
J. Frank Newman, executive secretary 
in conjunction with the Chicago com- 
mittee where the convention will be held. 
It has been decided to have headquarters 
in the Palmer House and the exhibition 
of jewelry and silverware will be held 
on the fourth floor where a large and 
well equipped exhibition hall has just 
been completed. Meetings of the con- 
vention will be held in the Red Lacquer 
room of the hotel and the daily luncheons 
and convention banquet in the main ball 
room. Booths in the exhibition hall are 
to be limited to 144 and already a num- 
ber of reservations by some of the 
largest manufacturers in the country 
have been made. Although the conven- 
tion is still about nine months off, prep- 
arations are under way for the busi- 
ness program. 
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Filming the Story of Silver 


Gorham Plant at Providence Scene of a Moving Picture Depicting the Romance of the Fabrica. 
tion of the White Metal Under the Title, “Heirlooms of Tomorrow” 


PROVIDENCE, R. I., June 21.—Since 
Friday of last week the silversmithing 
plant of the Gorham Mfg. Co. at Elm- 
wood has been the theater of a moving 
picture production under the auspices of 
the Bureau of Mines of the United 
States Department of Commerce. The 
company’s extensive plant at Elmwood 
was transformed into a miniature Holly- 
wood and master craftsmen have become 
movie stars. The last scene was shot 
on Tuesday afternoon when Paul Re- 
vere, silver and coppersmith, bell maker, 
patriot, whose certain famous ride was 
the least of his achievements, was de- 
picted at the bench of his workshop, 
turning out heirlooms. 


Here is the story of the production, 
as told in part by the Providence 
Journal in an illustrated article: 

The Bureau of Mines, for some years 
past, has been engaged in the building 
up of an action photograph library of 
the industries of the United States. In- 
dustries concerned with mining and 
mining products are particularly apro- 
pos and, naturally, the treatment of 
silver, from the time it is mined until 
it becomes a prospective heirloom, is a 
fit subject for a moving picture record. 

Thus, Morton F. Leopold, the director 
of the motion picture production section 
of the bureau, came to Providence for 
the purpose of illustrating the fabrica; 
tion of the precious white metal into 
things of beauty and utility. But a 
moving picture without a title or 
scenario would not be much of a pic- 
ture, of course. Accordingly, the title 
of this picture is “Heirlooms of ‘Tomor- 
row,” and the scenario first presents a 
glimpse of a tribal woman, of the far 
remote past, admiring her reflection in 
the mirror of the shallow pool over 
which she bends. Then a fadeout and 
a flash bring the story up to date. 


It is the picture of a well appointed 
modern dinner table set in a stately 
mansion, the appointments being of the 
most up-to-the-present patterns of table 
silver, of course. The hostess, a modern 
sister of the tribal woman, garbed in 
the latest mode, and with her hair orna- 
ments and other personal adornments of 
silver beautifully and cunningly devised, 
admires the effect as she awaits the com- 
ing of her guests. The guests arrive, 
and the host, who is a real honest-to- 
goodness salesman, influenced by the 
chance remark of admiration with which 
one of the guests alludes to the table 
fittings, remarks that he believes in 
somebody’s saying that silver stands for 
a fortune in time of need and a precious 
inheritance for coming generations. “I 
have a much keener appreciation of 
silver since my trip to New England, 
where grayheaded craftsmen transform 


sheets of sterling silver into creations of 
beauty like these,” he says. And then 
somebody asks him to tell the story of 
what he has seen. He does not tell it 
with flowers, as some do, but with pic- 
tures and these are the pictures of oper- 
ations at the Gorham company’s plant. 


First of all comes the reference to 
Paul Revere, famous master craftsman 
of his time, and naturally there must 
be shown the pictures of things which 
were turned out under Paul’s busy ham- 
mer. In order that exact reproductions 
should appear, recourse was had to the 
Boston Museum of Fine Arts and the 
American Wing of the Metropolitan 
Museum at New York, where collections 
of Paul Revere’s work as a silversmith 
were photographed for the screen. 


The host here gets another chance for 
his salesmanship, for the titles under 
these particular pictures give him an 
opportunity to say: “The silversmiths of 
New England who followed in the foot- 
steps of Paul Revere have been largely 
responsible for the development of 
American art in this precious metal.” 
Then follows a description, pictorially, 
of the working of silver, which comes 
to the factory in ingots, sheets and wire. 
The receiving and storage rooms, where 
the raw material is taken in and kept 
for future use, are shown. The first 
step in reproducing the artist’s design 
is the making of steel dies for stamping 
and molds for castings, and these opera- 
tions are filmed. In the scenes dies are 
being cut and hardened and molds are 
being made. Then follow the methods 
of blanking, annealing between the dif- 
ferent stages of the process, cross-roll- 
ing, pinch-rolling, grading, cutting to 
outline and stamping, for the flat pieces, 
and the drawing on special dies for 
hollow-ware pieces, with annealing, spin- 
ning, etc. 


Then come the scenes of decoration 
in its various phases, engraving, etching, 
piercing, chasing, engine-turning, etce., 
after which the piece is returned to the 
making department for final assembling, 
and then come the oiling, bobbing, 
washing, polishing and inspection. All 
these are shown, each scene being actu- 
ally a reproduction of work going on 
daily at the Gorham plant. 

During the filming of the picture the 


Gorham master craftsmen and all cop. 
cerned have played their parts, uw. 
consciously hammering, and_ shaping 
and what not, under the eye of the 
camera, with the assurance of veteran 
actors. In the Paul Revere workshop 
scene, which was the only really “made” 
scene in the whole film, William Burke, 
who enacted the part of Revere, and 
Edward Drescher and Harry Pilz, who 
personified Revere’s apprentices, were 
as cool under the bright lights as the 





heat of the June day and the tempera. , 


ture of the designing room, where the 
shots were made, would permit. 

The films, prepared by the Bureau of 
Mines, are loaned without cost other 
than transportation charges for all sorts 
of educational display purposes. Care 
is taken to leave out of the picture any- 
thing which may be considered in the 
nature of advertising. Schools, churches, 
educational societies of all sorts, make 
use of them. The cost of the produc. 
tion is borne by the industries them. 
selves. 








Bandits Hold Up and Rob California 
Diamond Broker in His Home 


Los ANGELES, June 20.—Gerald 
Crowell, diamond broker, 351 Granada 
St., Long Beach, was a recent victim of 
two bandits who held him up at his 
home, where he keeps his jewels, and 
robbed him of diamonds valued at $4,000 
and $40 in cash. Police believe the 
bandits are the same couple who have 
been preying on Long Beach jewelers 
since last September, and say they be- 
lieve the robbers followed Mr. Crowell 
home from his store. 

As soon as Mr. Crowell reached his 
home and was seated in conversation 
with two guests, the robbers called Mr. 
Crowell to the door and addressing him 
by name, forced their entrance. They 
then locked Mr. and Mrs. Crowell and 
the two guests in a closet, after rifling 
their victims’ pockets. 

The police were given only a meager 
description as the man who did the rob- 
bing and was most in evidence had a 
mask over his features. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 
U. 8. Gov’t New York 


London 


Date Official Assay Bars Official 


34% 
34 

34% 
33% 
33% 
33% 
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Vermont Retailers Meet at Malletts Bay 


Members of State Jewelers Association Hear Interesting Addresses, Elect Officers and Transact 


CIRCULAR 


Important Business at Two-Day Session—Enjoy Social Features 


BURLINGTON, VT., June 24.—The two- 
day convention of the Vermont Retail 
Jewelers Association, held at the Cham- 
plain Club, Malletts Bay, near here, 
came to a close today with the election of 
officers and the passing of a resolution 
favoring the Capper-Kelly price mainte- 
nance bill. This was the 15th annual 
gathering of the State jewelers who 
came from all sections of Vermont to 
hear many interesting talks and partici- 
pate in the business discussions. 

At today’s session W. S. Preston of 
Burlington was reelected president. 
Other officers chosen include Vice-Presi- 
dent, M. D. Armstrong of St. Albans, 
and Secretary-Treasurer, Frank Old- 
field, of Burlington. 

The Jewel Club, the ladies’ auxiliary 
of the State organization also elected 
officers at a session held today. These 
officers include: Mrs. F. J. Preston of 
Burlington, president; Mrs. H. H. Stone 
of Middlebury, vice-president; and Mrs. 
W. S. Preston of Burlington, secretary- 
treasurer. 

Monday 


“The acquirement of hard-surfaced 
roads for a State or community has a 
direct bearing upon the jewelry busi- 
ness,” said Thomas B. Wright, treasurer 
of F. D. Abernethy, Inc., Burlington’s 
largest department store, this afternoon 
in an address before members of the 
Vermont association. Mr. Wright was 
one of the speakers on today’s program 
at which there were about 70 prominent 
jewelers from Vermont as well as guests 
from Maine, Massachusetts, Rhode Is- 
land and New York. 

Other speakers during the day in- 
cluded Howard Carpenter, president of 
the Albert Walker Co., Providence, R. I.; 
Arthur E, Hawkins, Burlington, repre- 
sentative of the Hays Advertising 
Agency; Edwin F. Lilley, Milford, Mass., 
vice-president of the American National 
Retail Jewelers’ Association; Paul D. 
Chamberlin, of the C. F. Lawton Co., 
Boston, Mass.; W. S. Preston, Burling- 
ton, president of the Vermont Retail 
Jewelers’ Association; and Frank Old- 
field of Burlington, secretary-treasurer 
of the Vermont organization. 

Mr. Wright, whose talk was on the 
subject, “Selling the Customer,” said 
that good roads will bring customers to 
the jewelry store from rural sections. 
His talk was centered largely upon the 
Toad situation which is a question to be 
In the minds of Vermonters this fall at 
the primary election when gubernatorial 
candidates will rise or fall, depending 
upon how many miles of roads the people 
decide should be built during the next 
few years. Mr. Wright declared that 
the State should build at least 100 miles 
of hard-surfaced roads a year during 
the next few years. 





Edwin F. Lilley, who represented the 
Horological Institute of America, Wash- 
ington, D. C., gave an outline of the 
operation of that organization. 

Mr. Hawkins gave the jewelers a talk 
on the value of advertising, saying that 
retail jewelers may obtain full coverage 
in advertising by using advertisements 
in local newspapers and other local pub- 
lications to “tie up” with the national 
campaigns. He stressed the value of 





WILLIAM S. PRESTON, REELECTED 
PRESIDENT 


careful preparation of advertising copy. 

Howard Carpenter’s chief point in his 
address was that retail jewelers should 
cooperate with each other. This ‘co- 
operation should not be obtained through 
coercion, the speaker said. 

A motion picture film, entitled “Dia- 
mond Cut Diamond” showing the steps 
in bringing the raw diamond to the com- 
pleted product, was shown to the jewel- 
ers by Paul O. Chamberlin of the C. F. 
Lawton Co., Boston. 

Following the afternoon’s program 
the members of the association and their 
wives went for a boat ride on the Cham- 
plain Club yacht. A dinner was served 
at 6.30 p. m. and at 7.45 the evening 
meeting took place. At 9.30 dancing 
was enjoyed by the members and their 
wives. 


Tuesday 


At their session today the jewelers 
passed a resolution favoring the Capper- 
Kelly bill, a measure before Congress 
which would enable the manufacturers 
to fix the retail prices on products. A 
resolution of thanks was also passed and 
will be sent to the Vermont delegation 
at Washington for the assistance they 
gave in the passage of the recent tariff 


bill which reduced the duty on diamonds. 

Among the speakers at today’s ses- 
sions were Edwin F. Lilley, vice-presi- 
dent of the American National Retail 
Jewelers Association and the Rev. J. J. 
Fowler of Bristol, Vt. The latter spoke 
on “Just Fun” at the evening banquet 
which was followed by dancing. 

President W. S. Preston in a talk on 
conditions in the State relative to the 
jewelry business, declared there is need 
for jewelers to take greater care in the 
selection of their stocks and to give 
better service to their customers. “Com- 
petition will be keener this year, he pre- 
dicted, in all lines of business. The suc- 
cessful jewelers must meet this competi- 
tion with better service to their cus- 
tomers,” concluded Mr. Preston. 

The banquet held tonight brought the 
convention to an end. 


NEW ENTERPRISES 


J. H. Sibert has opened a jewelry 
store in the Louder building, Waverly, 
Iowa. 

Announcement has been made that a 
jewelry store, under the firm name of 
Kocher’s, will be opened in the near 
future at 169 S. First St., San Jose, Cal. 

A new jewelry store has been opened 
in New Canaan, Conn., by William 
Gordon and Melville D. Wagner. The 
latter will have charge of the optomet- 
rical department. 

















A Dangerous Counterfeit in 
Circulation 


WASHINGTON, D. C., June 24.—The 
Secret Service has issued a warning that 
an “extremely dangerous” counterfeit of 
a $10 note of the Kansas City Federal 
Reserve Bank is being circulated. 

The bill is a counterfeit of the bank’s 
1928 series. It bears check letter “J,” 
face plate No. 2, back plate No. 29, and 
is signed by H. T. Tate as treasurer of 
the United States and by Secretary 
Mellon. It bears the portrait of Hamil- 
ton. 








Window Smashers Steal Watches and 
Jewelry from Sandusky, Ohio, Store 


SANDUSKY, OHIO, June 23.—Within 
two doors of the police station at San- 
dusky, a thief hurled a brick through a 
window of the H. L. Herman jewelry 
store and escaped with merchandise 
valued at from $1,500 to $2,000. In- 
cluded in the loot were several watches, 
rings and necklaces. 

The police were immediately notified 
but as yet have no clue to the identity 
of the thief. 
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Hold Tournament and Banquet 





Members of New England Jewelers Golf Association Enjoy 
Outing at New London, Conn., and Elect Officers 


New LONDON, CONN., June 23.—The 
New England Jewelers Golf Association 
scored another success at the tourna- 
ment held at the Griswold, Eastern 
Point, New London, yesterday and today 
and the members who attended will long 
remember the enjoyable time that they 
had. Of the new officers elected the 
president, Albert M. Kohn of Henry 


ALBERT M. KOHN, PRESIDENT-ELECT 


Kohn & Sons, Hartford, was formerly 
vice-president of the association and 
the new vice-president, Howard A. Mar- 
tin, was formerly secretary and treas- 
urer, C. Sidney Cook, Jr., of A. Stowell 
& Son, Boston, was again made chair- 
man of the golf committee. Benjamin 
Weiman of Boston, formerly chairman 
of the prize committee was chosen chair- 
man of the membership committee and 
H. Clery again chosen chairman of the 
press committee. 

Altogether about 50 members and 16 
guests attended and as a result of the 
perfect weather, “a ‘corking’ good time 
was had by all.” 

Sunday morning was devoted to the 
qualifying rounds and in the afternoon 
was the first round match play and the 
first division to play scratch. The 
tournament meeting was held Sunday 
night at 8 o’clock. 

Monday morning, the semi-finals were 
run off and in the afternoon, the finals, 
while at the banquet in the evening, the 
prizes were distributed. 

To W. G. Scheer, with a score of 80, 
was awarded the Doyle platter as win- 
ner who made the low gross score and 
to A. U. Burque, was awarded the Mul- 
ford Cup for the low net score. For 
the second prize, low gross score, were 
three contestants with a score of 85; A. 
Osterwald, C. Holbrook and A. Morrell. 


On a toss-up, it went to Mr. Osterwald 
who was awarded the Cook Cup, while 
for the second low net the Jewelers 
Journal Bowl, was awarded to W. C. 
Harris. The Dominick & Haff Cup for 
the winner of the first division went to 
A. Morrell. 

Among the guests to the outing was 
Charles W. Sommer, vice-president of 
the Jewelers 24 Karat Club of New 
York, who was also chairman of the 
Golf Outing of that club held a week 
before. “Charley” issued a challenge on 
behalf of the 10 best players of the 24 
Karat Club to play the 10 best men 
of the New England Golf Association, 
and he also invited the New England 
members to be his guest at his home club 
on Long Island. 








The Byrd Sword of Honor 


Presentation Made at Richmond, Va., on 
Behalf of the People of the 
Commonwealth of Virginia 


es Byrd sword of honor was placed 


on exhibition in a display window 

at J. F. Kohler & Sons store, Rich- 
mond, Va., June 17 and was viewed by 
thousands before it was finally presented 
to Rear Admiral Richard Evelyn Byrd 
Saturday evening. The presentation was 
made at the Mosque by Governor Pollard 
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bellished with the various seals, coat aff 
arms, inscriptions and hand-chased j, 
lustrations of Arctic scenes, vessels ayj 
the airplane used in the Antarctica q, 
pedition. The guard and hilt are maj 
of hand-modeled sterling silver, heavily 
gold-plated, the design representing 
laurel, oak leaves and acorns, the guar 
terminating in a dolphin’s head. Th 
grip is made of solid ivory, wound with 
gold rope, and is finished at the top with 
the monogram “R. E. B.” in white gold 

The blade is made of the finest English 
steel, etched on one side with the date 
of Byrd’s Arctic, Antarctic and Par 
flights, the other side showing the ful 
name, “Richard Evelyn Byrd.” 

The scabbard is of hand-made sterling 
silver. On one side of it is shown jp 
flat chasing the two vessels, City 9 
New York and the Eleanor Bolling, in 
the icebergs and floes of the Ross Sea, 
The opposite side shows the three. 
motored Ford plane, Floyd Bennett, fly. 
ing toward the South Pole which, with 
the North Pole, also shown, is repre 
sented by icebergs with the aurora bo 
realis in the background. 

The mounts on the scabbard are hané- 
chased sterling silver, heavily gold 
plated, and show the Byrd family coat 
of arms, Virginia State seal, Rear Ad. 
miral’s insigna, Navy Department seal, 
map of flight to South Pole, and the 
presentation of the inscription reading 
as follows: “Presented to Rear Admiral 
Richard Evelyn Byrd by the people of 
the Commonwealth of Virginia June 21, 
1930. <A token of affection and esteem 
and in recognition of his brilliant 
achievement in being the first man to 
fly over both the North and South 


SWORD PRESENTED TO REAR ADMIRAL R. E. BYRD, BY THE COMMONWEALTH 


OF 


on behalf of the people of the Common- 
wealth of Virginia. 

By act of the last legislature, Gov- 
ernor Pollard was authorized to solicit 
public contributions to the fund, which 
made possible the gift to Virginia’s dis- 
tinguished son. 

The general design of the sword is 
based on the regulation naval sword, em- 


VIRGINIA 


The mounts are finished with tridents, 
boat hooks, sea shells, rope knots and 
dolphins, producing a finished article 
which is a tribute to the fine art of si 
versmithing. 

The sword, commemorative of Bryd'’s 
exploits, was designed and executed bj 
the International Silver Co. through 
J. F. Kohler & Sons. 
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Look Out for Them 


Los Angeles Police Warn Against Opera- 
tions of Pair Using Ingenious Scheme 


Los ANGELES, June 20.—Police au- 
thorities have sent out warnings to jewel- 
ers and others dealing in precious 
stones, especially diamonds, to be on the 
outlook for two men whose aim is to get 
arrested through a diamond transaction 
and then bring suit for damages because 
of false arrest. Their method of opera- 
tion is unique. 

A prominent jeweler in a nearby town 
was the latest victim but because he 
managed to produce evidence showing 
collusion between the two men, the case 
was dismissed at the complaining wit- 
ness’s request. 

One of the men entered his store and 
claimed to be selling diamond ring 
mountings. While showing his samples 
the other man entered and, telling the 
jeweler he must raise some quick money, 
exhibited a stone purporting to be a blue 
white stone, of nearly two carats. He 
told the jeweler he had to have some 
immediate money and offered him the 
stone for $500. The jeweler stated that 
it was more money than he cared to in- 
vest in a single stone and that if he did 
buy it he would probably wear it him- 
self, so he offered the man $350. The 
latter said he would not sell it for such a 
small amount, but dropped the price to 
$375. 

At this time, the mountings salesman 
whispered to the jeweler that he knew 
considerable about diamonds and that 
this stone was a pick-up at $500. After 
a while the man trying to sell the dia- 
mond came down to $350. This awak- 
ened the jeweler’s suspicions as he took 
down his checkbook to write a check for 
$350, so he asked the seller for refer- 
ences. The man gave his address in the 
town but said he had no references there 
as he had recently come there, but said 
if the jeweler would accompany him to 
Los Angeles he could introduce him to 
several reputable jewelers who would 
vouch for him. He was told to come back 
in about an hour. 

Investigation revealed that the address 
given was in the hills where there are 
no residences, so the police were notified. 
Taken to the station by an officer, the 
man talked himself free. He immediately 
left and a suit for the $5,000 damages 
followed. 











Window Smashers Rob Ellicott City, 
Md., Jewelry Store 


BALTIMORE, Mp., June 21.—Window 
smashers traveling in an automobile and 
evidently on tour, broke the window of 
the jewelry store of Isaac H. Tyler, 
Main St., Ellicott City, near here 
Wednesday night and escaped with 
Jewelry valued at $2,000. Baltimore 
detectives believe that a gang of win- 
dow-smashers are traveling through 
eastern States in automobiles, leaving 
behind a trail of broken jewelry store 
windows. 

The robbery at the Tyler store was 
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committed when the little village was 
wrapped in slumber. The window had 
been broken with a five-pound stone 
wrapped in a green window shade. It 
is believed that a glass cutter was used 
at first to nick the glass. 

Mr. Tyler said that 42 rings of vari- 
ous styles and mountings, and a number 
of strap watches were taken by the 
thieves. The robbery was discovered by 
Norman Hobbs, a newspaper carrier on 
his way to work who immediately no- 
tified the police. 








Jacksonville Police Seek Owner of 
This Platinum Ornament 


JACKSONVILLE, FLA., June 19.—In the 
possession of a negro recently arrested 
in Jacksonville and now held at police 
headquarters, was found a platinum 
hair ornament studded with diamonds 
which is believed to have been stolen. 
The ornament is in the shape of a horse- 





PLATINUM ORNAMENT TAKEN FROM 
NEGRO PRISONER AT JACKSONVILLE 


shoe about two inches high and one and 
seven-eighths inches wide, and contains 
104 diamonds of various sizes. 

An investigation is being conducted to 
find out how this came to the prisoner 
as it is considered very valuable. Jewel- 
ers who may be able to identify the 
piece or wish any further information 
as to it, should write to Inspector E. L. 
Acosta, chief of the Detective Bureau of 
Jacksonville, Fla. 








Man Suspected of Selling Stolen 


Jewelry Arrested in Evansville, Ind. 


EVANSVILLE, INpD., June 21.—Arrested 
by the local police while selling what is 
believed to be stolen jewelry on North- 
west First St., here, a man, 32 years 
old and giving Milwaukee, Wis., as his 
home is being held here for investiga- 
tion. 

The man and his companion, who said 
he was his brother, had sold a large 
quantity of necklaces and other jewelry 
before the former was arrested. The 
other man fied in an automobile the two 
men were using. 
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Armed Bandits Rob Seattle, Wash., 
Jewelry Store 


SPOKANE, WASH., June 19.—Two dar- 
ing bandits held up the Victory Jewelry 
Co., W. 421 Main Ave., last Monday 
morning and escaped with jewelry and 
cash totalling between $8,000 and $10,- 
000. The robbery was committed with a 
precision that indicated careful planning 
by experienced criminals, detectives 
stated. No trace of the bandits has been 
obtained. 

George Tillman had just opened the 
safe when two men entered the store 
and asked to examine a watch in a show- 
case. Tillman reached for the article 
and when he raised his head he was 
looking into the muzzle of a revolver, 
held by the larger of the two men, he 
reported to police. 

Tillman dropped the watch and stuck 
his hands above his head. The second 
bandit, also armed, marched him into 
a rear room, where he was instructed 
to remain for 15 minutes “if he valued 
his life.” 

Waiting until he heard the pair leave 
by the front door, Tillman communicated 
with the police. A motorcycle squad 
scoured the neighborhood and detectives 
immediately were assigned to the case. 

A number of valuable diamond rings, 
other rings set with precious stones and 
odd pieces of jewelry were taken. The 
men, presumably acquainted with the 
store stock, selected the best merchan- 
dise. About $700 in cash was taken 
from the safe. The stock was only par- 
tially insured. 
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Operation on Youthful Jewelry Store 
Thief Caught in Camden, N. J., May 


Remove Criminal Tendencies 


PHILADELPHIA, June 23.—A boy thief, 
who cannot help criminal tendencies, ac- 
cording to physicians, is a patient in a 
Camden, N. J., hospital across the river 
from this city and surgeons are oper- 
ating on the lad in an effort to cure 
him of his robbery complex. The boy, 
12 years old, was arrested after he had 
stolen a diamond mounted ring valued 
at $700 from a jewelry store in Camden 
and had picked up in a waiting room of 
a department store a suit case containing 
bonds valued at $20,000. This he did 
not even bother to open but threw the 
case into a garbage receptacle. When 
questioned by police he led them to the 
place where the case and bonds were 
found intact. The ring also was re- 
covered, the boy having hidden it in his 
home. 

His parents told the police that he 
had been perfectly normal up to five 
years ago when he was injured on the 
head in a motor car accident. Dr. C. 
Frederick Becker, physician, at the 
House of Detention, found a scar on the 
lad’s head and told Judge Samuel Shay 
of the Criminal Court who recommended 
an operation. It is believed by surgeons 
that a piece of bone pressing upon his 
brain as the result of the accident is 
responsible for his theft tendencies. 
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Death of A. T. Hubbard 


Dean of the Retail Jewelers of Cleveland 
Succumbs to Heart Attack in His 
82nd Year 


CLEVELAND, OHIO, June 23.—Addison 
T. Hubbard, president of the Cowell & 
Hubbard Co., retail jewelers at 1305 
Euclid Ave., and one of the most promi- 
nent men in the industry, passed away 
suddenly this afternoon. He suffered an 
attack of heart failure while on his way 
home from the store and died at the 
home of a neighbor. 

Mr. Hubbard, who was born in Holden, 
Mass., on Oct. 10, 1848, was one of the 
oldest jewelers in the State, and had 
been prominently connected with the 
jewelry industry and with the firm of 
which he was head for over 50 years. 

The business which was originally 
H. Cowell & Co., and then Cowell Bros., 
became Cowell & Hubbard about 1879. 
It was incorporated in 1884, at which 
time Mr. Hubbard became its president, 
a position he had held ever since. 

Mr. Hubbard’s death has proved a 
great shock to his many friends in busi- 
ness and social circles, for despite his 
advanced age, he had been in fairly good 
health up until the time he was stricken. 

Surviving are his widow, Catherine 
B. Hubbard; one daughter, Mrs. Fred 
Todd of Youngstown, and two sons. In 
addition, he leaves a sister, Miss Lizzie 
Hubbard, of Cambridge, Mass. 

Mr. Hubbard was one of the oldest 
members of the Union Club and was also 
affiliated with the Chamber of Com- 
merce. He was likewise a veteran mem- 
ber of the Masonic order. 

Mr. Hubbard resided at 1685 Mag- 
nolia Drive where the funeral services 
will be held Wednesday afternoon at 
2.30 o’clock. Burial will follow in Lake 
View Cemetery. 


Death of Bernard West 


Bernard West, of Bernard West & 
Son, Inc., manufacturing jewelers, 215 
W. 40th St., New York, died suddenly 
last Monday at the age of 59 as the 
result of a heart attack. He was as- 
sociated in the jewelry business for the 
past 45 years and his death came as a 
great shock to his many friends in the 
trade. 

Mr. West was born in Vienna, Aus- 
tria, in 1871, and came to this country 
about 30 years ago. He learned the 
‘ jewelry trade on the other side and had 
spent 15 years in business there before 
arriving in the United States. 

The deceased is survived by his widow, 
a son, Milton, and four daughters. Mil- 
ton West will carry on the business 
which will be conducted along the same 
lines as it was by his father. Mr. West 
was a member of Franklin Lodge, No. 
447, Masonic Order. 

The funeral was held Tuesday from 
his late home at 1564 52nd St., Brook- 
lyn, N. Y., with burial at Mount Hebron 
Cemetery. 
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Aaron Liachowitz 


SHAMOKIN, Pa., June 20.—Aaron 
Liachowitz, jeweler, 518 N. Shamokin 
St., for the past 42 years, died recently 
at the age of 58 years, following an oper- 
ation at the General Hospital, Philadel- 
phia. ‘The funeral was held from the 
home, with burial in the Shenandoah 
Jewish Cemetery. 

Mr. Liachowitz came to this country 
from Russia in 1881, starting in busi- 
ness in Shamokin soon after his arrival. 
He was a charter member of the Bnai 
Israel Synagogue, and had been asso- 
ciated with all philanthropic movements 
in the city. He was also active in other 
community affairs. 

Deceased is survived by his widow and 
several nephews, including Maurice E. 
Liachowitz, who is a partner in the busi- 
ness, and a brother, Joseph Liachowitz. 
The business will continue under the firm 
name of A. Liachowitz, under the guid- 
ance of Mrs. Liachowitz and Maurice 
Liachowitz. 


John Outwater 


Lockport, N. Y., June 20.—John Out- 
water, retired jeweler and optician, died 
recently at his home here at 270 Wash- 
burn St., at the age of 74 years. He had 
been in steadily failing health for the 
past four years. The funeral was held 
from the home, with burial at Glenwood 
Cemetery. 

Born of a pioneer family of Niagara 
County, N. Y., Mr. Outwater moved to 
Lockport with his family when a young 
man and for 40 years conducted one of 
the leading jewelry stores in the city at 
73 Main St. He retired from the jewelry 
business many years ago. 

Surviving are two brothers and one 
sister, all of Lockport. 


Julius T. Fink 


PROVIDENCE, R. I., June 21.—Julius T. 
Fink, president of the American Jewelry 
Chain Co., 38 Friendship St., this city, 
and a resident of Plainville, Mass., died 
suddenly in his place of business last 
Tuesday evening as the result of a cere- 
bral hemorrhage. He was apparently 
in the best of health when he left his 
home in the morning and had made no 
complaint during the day while working 
in the factory. 

Julius Theodore Fink was born in 
Pforzheim, Germany, 44 years ago and 
came to this country in 1912 taking up 
his residence in Plainville, Mass., where 
he entered the employ of the Whiting 
Chain Co. He later worked in this city 
and for the past three years had been a 
member of the firm known as the Amer- 
ican Jewelry Chain Co., of which he 
was president. During the 18 years 
that he had been in this country he had 
won a wide circle of friends. 

He is survived by his widow, Mrs. 
Annie Fink, two sons and four brothers. 
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WASHINGTON, D. C. 


J. F. Adams, watchmaker, has re 
cently moved from upstairs at 802 F §¢ 
to the street floor, opening a larger store, 

Fire’ was averted recently when a 
large awning at Milton Baer’s store 
blazed up due to a lighted cigarette or 
matches dropped from a window of the 
Transportation building. This is the 
fourth time that Mr. Baer has lost an 
awning due to the same cause, 

Arthur J. Sundlun, president of the 
Maryland, Delaware & District of Co. 
lumbia Jewelers Association, _ broad. 
casted recently from Station WMAL, this 
city, under the auspices of the Washing. 
ton Chamber of Commerce. Mr. Sund- 
lun has been “on the air” several times 
and his talk on “The Vocational Aspects 
of the Jewelry Business,” published June 
12 in THE JEWELERS’ CIRCULAR has 
brought him many inquiries. 

The Sterling Silversmiths Guild of 
America will close its headquarters 
here, 1427 I St. N. E., for the summer 
months, beginning July 1 and reopening 
Sept. 15. Alexander Vincent does not 
propose to call any further meetings of 
the local jewelers until the fall. The 
Guild Purchase Plan, so well advertised 
here is constantly gaining in popularity 
and it is expected that the work will 
be enthusiastically carried on next 
winter. 

A silver service of six flat pieces that 
has been in the family of President Ortiz 
Rubio of Mexico for generations was 
recently presented to President Hoover 
by Senor Don Manuel C. Tellez, the 
Mexican Ambassador, on behalf of the 
Mexican Chief Executive. The gift was 
in token of President Rubio’s apprecia- 
tion of the courtesies extended him on 
his visit to Washington last year as 
President elect. The largest of the 
ancient pieces was about 20 inches in 
diameter and the smallest 12 inches. On 
the face of each is inscribed “Presidente 
Herbert Hoover” and below in smaller 
type, “P. Ortiz Rubio.” 


PITTSBURGH 








Isadore Eiseman, who died recently 
left an estate to his family valued at a 
little more than $14,000. Mr. Eiseman 
had been engaged in the manufacturing 
jewelry business in this city for a num- 
ber of years. 

A 21-year lease has been taken by 
the William J. Kappel Co., on the prop: 
erty at 6103 Penn Ave., near Sheridan 
St. The lot is 27% by 145 feet and has 
erected thereon a three-story brick build- 
ing. The place will be occupied after 
alterations have been made to meet the 
requirements of the firm. 








The Engass Jewelry Co., for many 
years established in Detroit, Mich., has 
opened a branch store in Pontiac, Mich. 
under the management of Marvin Prue. 
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NEW YORK NOTES 


The Chase National Bank has been 
appointed registrar for the common 
stock of the Hamilton Watch Co. 

The Parisienne Jewelry Mfg. Co., Inc., 
30 E. 10th St., has changed its name 
to Engel Bros., Inc. 

Charles Weiss of the Rosenthal China 
Corp, and the Continental Ceramics 
Corp., this city, died on June 14 at 
Munich, Germany. 

Carl Ornstein, of Eduard Van Dam, 
475 Fifth Ave., recently sailed for Eu- 
rope on the Statendam, accompanied by 
Mrs. Ornstein. 

The Novelty Stone Engravery, 35 
Maiden Lane, has announced that during 
the months of July and August, its plant 
will remain closed on Saturdays. 

The Jenkins Corp., a wholesale mail 
order house, 681 Broadway, has executed 
an assignment for the benefit of cred- 
itors to Charles A. Cohen, 225 Broad- 
way. The assignment was filed June 10. 

The factory and office of Rogoff & 
Garfunkel, 32 Fulton St., will be closed 
from July 4 to 13, during which time 
the firm will overhaul its establishment 
for the fall season. 

Leo Kobrin of Kobrin Bros., Inc., 49 
Maiden Lane, sailed for Europe recently 
on the Ile de France, for a purchasing 
trip to the diamond markets in Antwerp 
and Amsterdam. 

Stephen Varni of the Stephen Varni 
Co., Inc., importers of precious stones, 
15 Maiden Lane, has just returned from 
atwo months’ trip abroad, arriving last 
Sunday on the Lafayette. 

Sidney Levine of I. Levine & Bro., 
manufacturing jewelers, 64 W. 48th St., 
has just returned from his honeymoon 
trip to Atlantic City. He will resume 
calling on the New York trade. 

Mr. Levitt of Levitt & Co., 71 Nassau 
St., is expressing his appreciation to his 
many friends in the trade for the good 
wishes extended to him, for the success 
of his son, Jesse N. Levitt, who recently 
was awarded a degree of medicine. 

Announcement has been made by 
Freudenheim Bros., that their offices will 
be closed for the Fourth of July week- 
end, from July 4 to 6, inclusive and from 
that time on will be closed on Saturdays 
until Labor Day. 

Rose Edelman, also known as Ruth 
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Edelman, trading as Edelman’s Jewelry 
& Gift Shop, 3421 Church Ave., Brook- 
lyn, recently executed an assignment for 
the benefit of creditors to Samuel Fried- 
man, trustee. 

Guterman & Cooper, jewelers of Yonk- 
ers, are now established in new quarters 
at 2 Getty Square, in the Getty House 
building. The new store is attractively 
decorated in the modernistic style, with 
fixtures of walnut, and blue-white light- 
ing effects. 

S. C. Powell and Lawrence D. Frank, 
of the firm of S. C. Powell & Co., 2 W. 





46th St., arrived here yesterday (Wednes- 
day) on the Leviathan after having 
visited the diamond markets in Europe, 
making extensive purchases for the 
concern. 

Mr. and Mrs. A. Podolsky of Podolsky 
& Son, have announced the engagement 
of their daughter, Ann G., to Joseph 
Klein of this city. They also have no- 
tified their friends that their son, Max, 
of Podolsky & Son, has announced his 
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engagement to Sylvia Ruth Furgatch, 
of New York. 

What is believed to be the first ship- 
ment of rough stones received under the 
new tariff came Wednesday morning to 
the office of L. & M. Kahn & Co., 6 W. 
48th St. The firm had left this ship- 
ment in bond for some time and immedi- 
ately after President Hoover signed the 
bill the house notified the Customs au- 
thorities to release the stones and they 
were delivered the following morning. 

After more than 40 years at 81 Fulton 
St., the Market and Fulton office of Irv- 
ing Trust Co., depository for many 
downtown jewelry concerns, opened on 
Wednesday, June 18, in new surround- 
ings at 150 William St., in the Royal 
building. Alterations which have been 
in process since the lease was signed sev- 
eral months ago, were completed last 
week and the removal of money and 
records from the vault was effected dur- 
ing the night. 

Following the enactment of the Tariff 
Bill there was considerable activity 
among those who had kept diamonds and 
gems in bond to withdraw the same for 
Customs entry. The first two days 
showed the withdrawals of all the dia- 
monds held in bond up to that time, as 
reported by the Customs authorities, to 
amount to about $125,000,000 in value. 
Shipments from abroad were not much 
heavier in the first week after the 
Tariff Bill than usual. 

Benj. Harral, retail jeweler of Barns- 
by, Yorkshire, Eng., arrived recently in 
New York in company with a delegation 
of 160 Rotarians from the British Isles 
and the continent who have come to this 
country to attend the International 
Rotary Convention at Chicago. Mr. 
Harral told a representative of THE 
JEWELERS’ CIRCULAR that conditions in 
the jewelry trade in England are much 
the same as they are in this country. He 
said that British jewelers are finding 
themselves forced to carry merchandise 
other than jewelry and that they are be- 
coming more and more dependent on 
these articles as a source of income. Mr. 
Harral is a past chairman of the Na- 
tional Association of Goldsmiths, and as 
an active association man, is able to keep 
his finger on the business pulse of his 
country in the jewelry trade. He said 
that the British jewelers are slow in 
adopting the instalment methods of sell- 
ing, and that the trade organizations are 
recommending to their members to re- 
strict this policy to clocks and novelty 
merchandise, reserving a strictly cash 
basis for the sale of watches and jewelry. 

Maurry S. Sater, of M. S. Sater 
& Co., Inc., 22 W. 48th St., sailed for 








(Continued on page 63) 
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Over One Hundred Years the Jewelers’ Bank 








A Bank’s Best Friend 
Is a Satisfied Customer 


acres Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 


00000000 


IRUst coMPAN! We Welcome New Business 


Main Office—149 Broadway 


a —_— pee Branches—Battery to the Bronx 


Twenty-five 
Million Dollars Resources Over a Quarter of a Billion Dollars 
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GEM-STONES 


By G. F. HERBERT SMITH 


An Interesting, Authoritative Book 


Comprising 40 chapters and many 
diagrams, plates and tables by an out- 
standing authority. Over 300 pages. 








Here is a comprehensive book on GEM-STONES both for 
the Jeweler and the Connoisseur, written by an Assistant 
»_ The various sec- Secretary of the British Museum, giving not only the char- 
tions, each includ- en . re : 

acteristics of the various stones, but their histories and tech- 


ing one or more 
chapters, cover: nologies. 








eS See oe Senne The present fourth edition is completely up-to-date. It fur- 


THE TECHNOLOGY OF GEM-STONES . . , : 
PRECIOUS STONES nishes the jeweler and his clerks with a background and 
SEMI-PRECIOUS STONES appreciation of the various commercial stones that will make 
ORNAMENTAL STONES their contacts with customers more effective. Price $3.00. 


ORGANIC PRODUCTS Orders promptly filled by 








aan: JEWELERS’ CIRCULAR, 239 W. 39th St., New York, N. Y. 








Banking Service for the Jewelry Trade 
WE offer to jewelers the special facilities developed through 


years of intimate association with their business, together with 
all the financial and service resources of a great banking institutton. 





MARKET AND FULTON OFFICE 


IRVING TRuUsT COMPANY 


81 Fulton Street, New York 
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Europe yesterday (Wednesday) on the 
Albert Ballin accompanied by his wife. 
While abroad Mr. Sater will visit the 
precious stone markets. 

The following New York concerns 
were recently granted charters of in- 
corporation at Albany: Joseph Schul- 
man, jewelry; Grahs & Fanchin, jewel- 
ry, and the Toby Shop, jewelry, Brook- 
lyn. 

Edward Richard du Parcq, president 
of the corporation of Crichton & Co., 
Ltd., silverware dealers, 636 Fifth Ave., 
passed away Sunday at East Hampton, 
L. I. Funeral services were held yester- 
day at 3 p. m. at All Saints Church at 
Great Neck. 


Alfred E. Grover, who has been in the 
jewelry business for 20 years in Suffolk 
County, New York State, and whose 
main store is at Patchogue, L. IL. re- 
cently opened a branch store at Center 
Moriches, L. I. The store is under the 
management of Karl Meyers. 


The three jewelers, William Blythe, 
Samuel Heller and Meyer Reich, who 
were arrested June 6 at 49 Maiden Lane 
by officers of the Maiden Lane Squad 
and charged with receiving stolen goods, 
appeared before Judge Rosenbluth of the 
First District Magistrate’s Court last 
Thursday, as a result of which they 
were held for the grand jury. 


Robert C. Nelson, whose safe deposit 
boxes were recently raided by police and 
jewelry valued at $500,000 seized after 
after the arrest of a woman and four 
men on May 27 at the Hotel Commodore, 
appeared before Magistrate Simpson in 
the Tombs Court last Monday on a 
charge of bringing stolen jewelry into 
this State. Examination was postponed 
until yesterday (Wednesday). 


Ralph W. Biggs, heretofore represent- 
ing Jacques Kreisler & Co. in the East, 
has severed his connections with that 
frm and is entering into business for 
himself together with his former as- 
sociates, Morris Weiner and Irving Gold- 
man, who have also resigned from their 
positions with the same concern. ‘The 
hew firm will manufacture platinum and 
gold watch attachments and novelty 
sport and diamond wrist watch cases. 

A reward of $3,000 has been offered 
by W. B. Brandt & Co., Inc., under- 
writers, 110 William St., this city, for 
the return of a $20,000 pearl necklace 
which was lost by Mrs. Edith Taylor 
Greenwood of 1148 Fifth Ave., while on 
a shopping trip on Fifth Ave., between 
36th St. and 96th St., June 11. A gen- 
eral warning has been issued to all the 
Pawnshops in the city. The necklace 
consists of 89 graduated pearls, a large 
center pearl, and a marquise diamond of 
52 points. The marquise shaped stone 
Is set in the clasp. 

Samuel Stansfield and William Gilroy, 
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appraisers in the dish division of the 
Appraisers’ Stores, pleaded guilty last 
Monday to charges of accepting bribes 
and conspiracy to smuggle. Sentence 
was set for July 7. These men were 
alleged to have been implicated in the 
smuggling activities of Paul Rabkin, 
Solomon Rubman and Joseph Y. Perel- 
man, operating as the Superfine Watch 
Co. and the Federal Mail Order Corp. 
Rabkin, Rubman and Perelman have also 
confessed their guilt and are on the 
Federal Court calendar to be sentenced 
this week. 

Last Saturday morning a man who 
represented himself as a western busi- 
ness man approached a Fifth Ave. 





jeweler, and offered railroad stocks and 
bonds in exchange for jewelry. The 
jeweler, being suspicious, communicated 
with THE JEWELERS’ CIRCULAR, and ar- 
rangements were made for a represen- 
tative of the office of Richard C. Murphy, 
attorney for the Jewelers’ Security Al- 
liance, to be present when the man next 
called. When the “western business 
man” returned, the Alliance representa- 
tive was able to secure from him one of 
the certificates, which is believed to 
have been stolen and is being traced by 
police. Another engagement was made 
with the man, but he did not appear. 
His description is as follows: Five feet 
eight inches tall, weighs about 140 
pounds, dark brown hair, high cheek 
bones, narrow face, wears a western 
hat and speaks with a pronounced drawl. 


‘The following jewelry firms will close 
their places of business on Saturdays 
during the months of July and August: 
N. H. White & Co., Enos Richardson & 
Co., Inc., Chas. S. Crossman & Co., 
Freudenheim Bros., Inc., William T. 
Schneider, Edward S. Smith Co., Inc., 
Henry Ginnell & Co., Solidarity Watch 
Case Co., Inc., J. F. Curtis, J. F. New- 
man, Inc., Ketcham & McDougall, Inc., 
Wiltshire-Biffar Co., Inc., Kent & Wood- 
land Co., Inc., Link & Angell, Inc., Bates 
& Bacon, John C. Nordt, Beyer & Rohr- 
bach, William E. Ward, Geo. W. Welsh’s 
Sons, Kava Diamond Co., Inc., J. W. 
Richardson & Co., Cooper & Forman, M. 
F. Welsh, Larter & Sons, Sloan & Co., 
Inc., J. R. Wood & Sons, Ince., A. L. 
Brown, Geo. O. Street & Sons, E. H. 
Valle, C. B. Webster, Espositer Varni 
Co., Ine., Jewelers Security Alliance, 
Thomas A. Cray, D. F. Briggs Co., 
Edmond E. Robert, Inc., Howard S. 
Kennedy, Inc., Henry Meyer, Abbey- 
Waas Co., Samuel Kavee. Those desir- 
ing to add their names to this list should 
communicate with Herbert H. Dilling- 
ham of N. H. White & Co., 21 Maiden 
Lane. 
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PHILADELPHIA 





Jacob M. Teker, proprietor of Long’s 
jewelry store, 1627 South St., has sold 
the business to David Stone. 

Several hundred members of the Re- 
tail Merchants Credit Association, of 
which many retail jewelers are mem- 
bers, enjoyed their annual outing and 
planked shad dinner at Kugler’s Mohican 
Club on the Delaware River last week. A 
special guest was J. Frank Newman, 
executive secretary of the National As- 
sociation of Credit Jewelers’, who was 
escorted by Louis Lefkoe and I. Lean. A 
program of sports and baseball occupied 
the afternoon. 

Members of the organization commit- 
tee of the Philadelphia Retail Jewelers’ 
Guild, headed by Joseph J. O’Loughlin, 
chairman, are making’ encouraging 
progress in interesting prospective mem- 
bers to attend the second organization 
meeting. It will be held at Boothby’s 
restaurant, 116 S. 13th St., at 6 o’clock 
on Tuesday evening, July 1. An attend- 
ance that will more than double that of 
the first meeting is anticipated. 

Philadelphia retail jewelers are study- 
ing an ordinance now before the city 
council of Lancaster, Pa., for the regu- 
lation of auction houses and other 
transient merchants, which is described 
as the most drastic in the state. They 
plan to have some of its features in- 
cluded in the present auction law here. 
One section provides that every tran- 
sient merchant attempting to open a 
store in Lancaster must file a bond of at 
least $2,500 that the business will be 
continued for at least a year. Unless 
this and other reguiations are complied 
with property owners are forbidden to 
rent or lease their premises to such a 
person. 

Philadelphia’s large department stores 
with jewelry sections are facing a new 
robbery peril in the form of a “stow- 
away” thief, who already has obtained 
loot valued at almost $5,000. Two stores 
have been robbed here within two days 
by the same method. Police working on 
the cases are withholding the names of 
the stores, both of them Market St. 
establishments, in the belief that the 
thief may fall into traps set for him in 
other large stores. Last Friday night 
one store was robbed of watches, with 
a wholesale value of $1,704 and the next 
night showcases in the other store were 
looted of watches and other jewelry 
valued at more than $3,000. Police say 
the man goes into the store about clos- 
ing time and hides until after the place 
is closed and the employes gone. Then 
he takes advantage of the watchman 
being on his rounds and rifles the show 
cases, being careful to replace the 
covers, and hides until a favorable op- 
portunity comes to leave through a rear 
entrance. 








Okamoto & Co., bead manufacturers 
of Kobe, Japan, announce their removal 
to larger and more convenient quarters 
at 3, Isobe-dori 2-chome, Kobe, Japan. 

















PROVIDENCE 


Erling C. Ostby, of the Ostby & Bar- 
ton Co. has returned from a_ several 
months’ trip to Honolulu. 

The Ralph Ring Co., this city, has 
announced the opening of an office in 
New York city, at 1 W. 34th St. 

The F. A. M. Co., manufacturing 
jeweler, has removed from 294 Richmond 
St. to 104 Point St. 

The Nickerson Art Metal Co. has re- 
moved its offices and plant from 129 
South St. to 236 Aborn St. 

A discharge in bankruptcy has been 
granted to Howard D. Wilcox by Judge 
Ira Lloyd Letts in the United States 
District Court here. 

A final report of Horace M. Peck as 
temporary receiver of Gartner & Skoog 
was approved in Superior Court last 
Thursday before Judge Hahn. The re- 
port was received and the final accounts 
of the receiver approved. 

Theodore B. Pierce, treasurer of the 
Kinney Co. and a past president of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association, has the 
sympathy of a large circle of friends in 
the trade in the death last week of his 
wife. 

More than 200 couples, employes of 
the Hadley Co., attended the annual 
dance of the Hadley Co. Association held 
one evening recently at the Edgewood 
Yacht Club. During the evening an 
entertainment was given by members 
of the association and refreshments were 
served. 

The Langelier Co., manufacturer of 
special machinery and machine products 
particularly for manufacturing jewelers, 
has purchased the entire capital stock of 
Adams Bros., Inc., according to a state- 
ment made the past week by Herbert K. 
Allard, president of the Langelier con- 
cern. Adams Bros., Inc., are makers of 
machinery for the jewelry trade and has 
been in operation in this city for ap- 
proximately 40 years. It is the inten- 
tion of the Langelier Co. to continue the 
present line of products of Adams Bros., 
Inc. 

Space has been reserved at the Jewel- 
ry and Allied Trade Show to be held at 
Hotel Sherman, Chicago, Aug. 4 to 9, 
under the auspices of the wholesale 
jewelers of that city by the following 
manufacturers of this city and vicinity: 
from Providence—Armbrust Chain Co., 
Automatic Gold Chain Co., Henry 
Lederer & Bro., Kestenman Bros. Mfg. 
Co., Irons & Russell Co., Ostby & Barton 
Co., Louis Stern Co., Speidel Bros. and 
Waite, Thresher Co. From Pawtucket— 
George H. Fuller & Son Co. From Attle- 
boro—S. O. Bigney Co. and the Baer & 
Wilde Co., Evans Case Co., of North 
Attleboro, and J. F. Sturdy’s Sons Co., 
Attleboro Falls. 

Among the jewelry buyers reported 
in this city and vicinity during the past 
week were the following: Mr. Freyer, 
S. Weinhaus Co., Pittsburgh, Pa.; Mr. 
Brown, Stein & Ellbogen Co., Chicago; 
Mr. Reinschreider, Cahn & Co., New 
York city; Mr. Cohen and Mr. Kert, 
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Kerco Jewelry Co., Ltd., Montreal, Can.; 
Mr. Lavick, S. B. Lavick & Co., Inc., 
Chicago; Mr. and Mrs. Rubin, Millard 
Novelty Co., Philadelphia; Mr. Bonn, M. 
Bonn Co., Pittsburgh; Mr. Wertheimer, 
Wertheimer & Levy, New York city; Mr. 
Birnbaum, Birnbaum & Kasper, San 
Francisco; Mr. Bishop and Mr. Gerson, 
Bishop, Gerson & Co., Pittsburgh; Mr. 
Foster, Samstag & Hilder Bros., New 
York city; Mr. Sabbath, J. L. Sabbath 
Co., Montreal; Mr. Treyz, of Treyz 
Bros., Binghamton, N. Y.; Mr. Kaufman 
and Mr. Ruderman, Kaufman & Ruder- 
man, Inc., New York city; Mr. Kaskel 
and Mr. Manerville, D. Lisner & Co., 
New York city; Mr. Freundlich, Ameri- 
can Wholesale Corporation, Baltimore, 
Md.; Mr. Page, Clifford Page & Co., 
Columbus, Ohio, and Mr. Robins, Claude 
R. Robins Co., Harrisburg, Pa., and Mr. 
McKinney, McKinney & Co., Winnipeg, 
Man., Can. 


ATTLEBOROS 


The Evans Case Co., North Attleboro, 
will have an exhibit at the Tercentenary 
Industrial Exposition which will be held 
Sept. 29 to Oct. 11 in Boston. 

Percy Wilmarth, who has been asso- 
ciated with the C. H. Eden Co.,‘Attle- 
boro, for the past 30 years, has pur- 
chased the business of the Puritan Pearl 
Co., of that city. 

The L. G. Balfour Co., which is hav- 
ing a three-story addition erected to its 
factory plant on County St., has been 
granted a permit for another addition 
which will add 2000 square feet of work- 
ing space to the firm’s facilities for pro- 
duction. The new addition is to be 
added to the stationary department 
plant. 

A memorial to the unknown French- 
man who is said to have made the first 
piece of jewelry in America, has been 
erected in North Attleboro, the cost of 
boulder and tablet being defrayed by E. 
Ira Richards, manufacturing jeweler. 
The exact site of the start of the leading 
industry of the later Attleboros is on 
S. Washington St., near the railroad 
bridge. The forge, said to have been 
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used by the little known jeweler wh 
first dazzled the eyes of an early Amer. 
ican public, is buried under the trest) 
of the railroad which now carries mil. 
lions of articles of jewelry from Attle 
boro every year. 





BOSTON 


Howard A. Whittum’s mother-in-lay 
died last week from injuries in a recent 
automobile accident. As previously re 
ported in these columns, a _ taxicab 
crashed into Mr. Whittum’s car o 
Memorial Drive, Cambridge, June 8, 

The vacation period of the Waltham 
Watch Co. this year will extend from 
June 25 to Aug. 4, an extension over 
last year by three weeks. It is under. 
stood, however, that some departments 
will resume at the end of two and 4 
half weeks. 

The Employes Association of the 
Thomas Long Co. held its annual spring 
outing at Pleasant Pond Park, South 
Hamilton, June 17. In the baseball 
game the married men defeated the 
single men by 4 to 38. After other 
sports, dinner and dancing followed. 
Prizes were awarded for the winners in 
the various games. Leroy Clark was 
chairman of the committee on arrange 
ments. 

Esther A. Johansen, 22-year-old 
daughter of Carl Johansen, Newbury- 
port jeweler, was killed almost instantly 
June 19 when she was thrown from a 
roadster which overturned while she was 
driving it. The police report that Miss 
Johansen lost control of her car as she 
was attempting to pass a machine 
operated by Jerry Berounsky of New. 
buryport. Edward Malley, who was 
with Miss Johansen, sustained a frac- 
tured shoulder and collarbone and back 
injuries. Both were taken to the Ames 
bury Hospital, where Miss Johansen 
died of internal injuries a few moments 
after her arrival. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended June 21, 1930. 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 
coin 
Gold bars paid depositors 


$1,220,764.54 
39,682.52 


$1,260,447.06 

Of this, gold bars exchanged for gold 
coins are reported as follows: 

Exchange 

$689,459.08 

50,727.05 


107,342.57 
267,120.19 
45,633.25 


a 
$1,220,764.54 








The Russel’s Jewelers, Inc., Florence, 
N. C., has contracted to purchase the 
H. C. Stevens jewelry store, Florence, 
and to take over the Atlantic Coast 
Line Railroad watch inspection work, it 
was announced recently. 
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CHICAGO NOTES 


Francis Spears, of the George H. 
Fuller & Sons Co., spent several days 
of the past week at Lake Como, Wis., 
accompanied by his wife and son, Ralph. 

Frank Spellman and O. F. Samuelson, 
representing the Towle Mfg. Co., are 
spending a few weeks at Lac Du Flam- 
beau, Wis., enjoying a rest and doing 
some fishing. 

Sidney Levinson, of La Tausca, is 
spending three weeks in making a busi- 
ness trip to the home offices in New 
York and calling on the trade through- 
out his eastern territory. 

An involuntary petition in bankruptcy 
was filed last Thursday against Christ 
Brodersen, of Elmhurst. Rosenberg, 
Braude & Zimmerman filed the petition 
for creditors. 

R. D. Fleek, eastern representative for 
the Juergens & Anderson Co., has com- 
pleted his spring trip and is leaving for 
his home in Denver this week. Mr. 
Fleek will remain at his home for about 
a month. 

Phil Moyer, Jr., member of the firm of 
the E. A. Brown Co., St. Paul, visited 
with many of his Chicago friends last 
week on his way home from Atlantic 
City where he attended the convention 
of the Junior Chamber of Commerce. 

W. E. Ashland, Zion, IIl., is recuper- 
ating at his home following a serious 
accident. Mr. Ashland was knocked off 
his truck while delivering a radio to one 
of his cutomers. He spent several weeks 
in a local hospital but left there last 
week for his home. 

Irving Golden, representing Silber- 
mann, Kohn & Wallenstein, Inc., New 
York, stopped off in Chicago last week 
to spend a few days here to visit with 
the trade on his way to the Pacific Coast, 
where he will call on the wholesale trade 
for the next few weeks. 

Lou Heymann, of H. M. Heymann & 
Son, Pittsfield building, has been con- 
fined with a serious illness to his room 
at the Palmer House for the past 10 
days. He is rapidly improving but will 
not be able to assume his duties for at 
least another week. 

Joe Schwarz, traveling representative 
for Henry Paulson & Co., 37 S. Wabash 
Ave., left recently for Europe from Mon- 
treal, Canada, accompanied by Mrs. 
Schwarz. He will return early in August. 
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William Schmidt, Wisconsin representa- 
tive for the Paulson concern, is confined 
to his home by illness. 

Max E. Schmidt, of the Gmelich & 
Schmidt Jewelry Co., Boonville, Mo., and 
Mrs. Schmidt, stopped off in Chicago 
last week to spend a few days here 
visiting with friends enroute home. They 
just returned from Annapolis where they 





visited their son, who is a cadet, and 
who has just completed his first year 
there. 

Jackel & Chapin recently entered into 
a partnership to do watch repairing for 
the trade, and have secured quarters in 
Suite 1003, Mallers building, 5 S. 
Wabash Ave. Dave Jackel and S. E. 
Chapin are the interested members of 
the firm and both these men have been 
associated in the jewelry business for 
many years working as watchmakers for 
both retail and trade shops in Chicago. 

George Flemming, Chicago manager 
for the J. J. Sommers Co., left this week 
accompanied by his wife and son, Leroy, 
for a motor trip to New York and for a 
visit to the home offices and factory at 
North Attleboro. They will spend the 
greater part of their time at Pine Plains, 
N. Y., visiting at Mr. Flemming’s old 
home. Mr. Flemming expects to return 
to his offices in the Heyworth building 
in about two weeks. 

Officers and committees of the Chicago 
Wholesale Jewelers’ Association held a 
meeting last Friday afternoon to make 
arrangements for the annual jewelry 
show to be held at the Sherman Hotel, 
Aug. 4 to 8 inclusive. Indications 
are that this show will be larger and 
better than any held before and should 
be of great interest to retail jewelers. 
The first broadside advertising this 
coming affair was sent out from this 
city on June 16. This will be followed 
on July 1 by the distribution of formal 
invitations and free room notices. An- 
other broadside in colors will be mailed 
July 7. Style will be the keynote of this 
show according to those in charge. 
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William F. Juergens, of the Juergens 
& Andersen Co., and Mrs. Juergens, are 
spending several weeks in the East com- 
bining business with pleasure. They at- 
tended the graduating exercises of their 
son, Paul G. at Princeton and are see- 
ing him off on a visit to Europe. 
Paul G. Juergens sails this week with 
six of his classmates and will tour 
Norway, Sweden, Denmark and England, 
returning to Chicago early in September. 

George E. Weatherby, of Weatherby 
& Weatherby, Decatur, Ill., was in Chi- 
cago last week as a member of the Op- 
tometry Board of the State of Illinois. 
Dr. Weatherby just returned with his 
wife from a motor trip through the East 
and attended the convention of the 
American Federation of Musicians at 
Boston. Dr. Weatherby in addition to 
being a jeweler and optometrist is secre- 
tary of the Musicians’ Local at Decatur. 

Mr. and Mrs. Arthur Lee Fuller, an- 
nounced the marriage of their daughter, 
Dorothy Lee, to Harold Henry Wegner, 
of Wilmette. The event took place on 
Tuesday, June 24, at 8:30 p. m. at the 
Methodist Episcopal Church of Wil- 
mette. The reception followed at the 
Westmoreland Country Club, after 
which the young couple left ‘on an ex- 
tended honeymoon trip to Glacier Park. 
Upon their return they will make their 
home temporarily at Wilmette. 

Charles A. Hubbard, auctioneer, 10 S. 
Wabash Ave., returned to his office re- 
cently after conducting a sale in Boze- 
man, Montana, for Gus J. Steffens. Mr. 
Steffens has been in the retail jewelry 
business for the past 49 years and this 
was his first sale. Mr. Hubbard also 
completed a sale for Charles H. Pratt of 
Helena, Mont., who has been in business 
for the past 27 years. Mr. Pratt had a 
reduction sale. Edward R. Tyler was as- 
sociated with Mr. Hubbard on both sales. 

The International Rotary Convention 
opened in Chicago this week with the 
main sessions at the Stadium. Thou- 
sands of Rotarians are here for the 
affair and this includes about 300 who 
belong to the jewelry craft and who will 
meet at the Congress Hotel in the 
Florentine Room. George H. Dyson, of 
New Britain, Conn., is chairman of the 
jewelry division, Albert Ellbogen of the 
Stein & Ellbogen Co., Chicago, is vice- 
chairman and Clarence S. Weiler, of 
Mauch Chunk, Pa., is on the committee. 





(Continued on page 66) 
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(Continued from page 65) 








Members of the jewelry craft in Chicago 
are Elmer Rich, retail; Albert Ellbogen, 
wholesale; Myron Kelly, Chicago man- 
ager for Rogers, Lunt & Bowlen Co., 
sterling silverware; Herbert Reich, Chi- 
cago manager for R. Wallace & Sons 
Mfg. Co., silver-plated ware; and Harry 
Radix, Thos. Dee & Co., smelters and 
refiners. 


MILWAUKEE 








Among the retail jewelers in Wis- 
consin who called at local wholesale 
houses during the past week were: E. 
Wegner, Beaver Dam; U. Amidon, Hart- 
ford, and Mrs. William Liliuvich, Ra- 
cine. 


The Behling & Kosovucki jewelry 
store, 290 Brady St., Milwaukee, sus- 
tained a loss of $300 when burglars 
hurled a brick through the display win- 
dow and made away with watches valued 
at that amount. 


Ottomar Logeman, proprietor of Loge- 
man’s jewelry store, 179 Third St., was 
instrumental in the arrest of a man giv- 
ing his age as 52 years, and his home 
in Spokane, Wash., who now faces 
charges of forgery and of operating a 
confidence game. The prisoner, it is 
charged, had purchased a $250 diamond 
ring and paid for it with a worthless 
check. 


Miss Gertrude K. Stoessel, daughter 
of Mrs. August J. Stoessel, Milwaukee 
jeweler, has been awarded honors in 
scholarship, school loyalty and fraternal 
spirit at the University of Wisconsin 
extension at Milwaukee. Miss Stoessel 
was presented with a gold pin, and also 
won the right to have her name en- 
graved on a silver cup presented to the 
school by the Gamma Kappa Phi 
Fraternity. 








DETROIT 


William P. Fenske, president of the 
Michigan Retail Jewelers’ Association, 
announces that the 1931 annual conven- 
tion of that organization has been sched- 
uled to be held in Detroit, with head- 
quarters at the Statler Hotel. It will 
open on May 4 and continue until May 6. 


The Greater Detroit Retail Jewelers’ 
Association announces that its annual 
excursion and picnic will be held on 
Aug. 12 on Bob-Lo Island. It will be 
attended by approximately 6000 persons. 
Most of the retail shops in Detroit and 
in the nearby towns will be closed, per- 
mitting every one to attend. Six boats 
will make trips to the island at con- 
venient times during the day. There will 
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be sports, dancing, swimming and other 
attractions to be participated in by the 
jewelers, making a full program for the 
day. 








KANSAS CITY 


Recent visitors in the city were: Her- 
man Johnson, Alta Vista, Kans.; W. A. 
Garrison, Waverly, Kans.; Theodore 
Roepe, Concordia, Mo.; H. E. Harrison, 
Paola, Kans.; H. L. Noe, Butler, Mo.; 
H. W. Schroeder, Eldon, Mo., and George 
Parsons, Fayetteville, Ark. 

Mr. and Mrs. J. Gunther of this city, 
and Adolph Gunther of New York City, 
have gone to Europe for a three months’ 
visit. Mr. Gunther, who is a member of 
the firm of J. Gunther & Sons, is also 
treasurer of the Kansas City Art and 
Gift Wares Association. While abroad 
he will visit the Leipzig Fair. 

Franklin Bros., wholesale jewelers, 
have moved from the 11th floor of the 
Chambers building to Rooms 812 and 
813 in the same building. They have in- 
stalled new fixtures of walnut and a 
lighting system which adds to the dis- 
play of merchandise. Before engaging in 
the wholesale watch, diamond and mount- 
ing business five years ago, this firm 
was in the retail jewelry business here. 


Fred Sands, secretary of the Retail 
Jewelers Association of Missouri, has 
been in communication with a number 
of jewelers through the state who have 
signified their intention of being present 
at the annual convention July 7 and 8. 
The convention will be held in Excelsior 
Springs, Mo., with headquarters at the 
Hotel Snapp. As noted in these columns, 
the first day’s program will consist of a 
thorough discussion of the “Distribution 
of Jewelry” from the standpoint of the 
manufacturer, the wholesaler and the re- 
tailer. Well known speakers in each 
branch of the industry have been chosen 
to present their side of the subject. The 
second day of the meeting will be given 
over to the consideration of unfinished 
business, general discussion, reports of 
committees and the election of officers. 
A golf tournament will be held Sunday, 
July 6. 
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W. S. Brode, of Brode & Co., New 
York, is in the city calling on the trade, 

The G. T. Ward Gem Co., San Diego, 
has purchased the West Coast Mfg, 
Jewelers’ plant, at 1359 Fifth Ave., San 
Diego. 

A new jewelry house has been opened 
at Nogales, Ariz., by Hanlan & Co. Mr, 
Hanlan is well known to the trade ip 
Arizona. 

Harry E. Jones, western manager for 
the Wadsworth Watch Case Co., Ney. 
port, Ky., with offices in San Franciseo, 
was in the city last week, calling on the 
trade. 

Among the out-of-town jewelers here 
recently were: Ross R. Day, Whittier; 
G. W. Tallman, Whittier; Otto Enter. 
man, Monterey Park; T. L. Lailey, E) 
Monte, and C. W. Cunningham, Santa 
Paula. 

Ben Tassie, who was formerly Pacific 
Coast manager for the Manning-Bovw- 
man Co., Meriden, Conn., has gone East 
where he has been promoted to vice- 
president and general manager of the 
Manning-Bowman Co.’s main plant. 

A. P. Klingele, manager of the Los 
Angeles branch of A. I. Hall & Son, Ince, 
is on a two-weeks tour of western Cali- 
fornia, looking over conditions. Peter 
Dardis, of the same house, has just re 
turned from a similar trip to New Or- 
leans and other southern cities. 

Arthur T. Dunn, who has been follow- 
ing his trade as a watchmaker for the 
last six years, in San Francisco and 
Salinas, has returned to Los Angeles, 
and opened a store at 7611 S. Western 
Ave. 

Jack Roth, who has been in New York, 
visiting factories and who on his return 
trip called on the trade in Denver and 
Salt Lake City, reports that his orders 
for the trip exceeded his anticipations. 
He will leave shortly after July 1 for 
the North West expecting to be gone a 
month. 

Henry Schlagel, salesman for the 
George D. Davidson Jewelry Co., is in 
New York, looking over the new fall 
lines. Mr. Schlagel, who attended the 
Shrine convention, last week, in Toronto, 
Can., on his way to the East, will visit 
some of the eastern houses with which 
his concern transacts business. 

The National In-2-Sta Corp., Ltd, 
because of the interest created here in 
its products, shatter proof crystals, of 
various colors for wrist watches, which 
were on display at the recent trade show 
held in Los Angeles by the California 
Gold and Silversmiths Association, has 
opened offices in the Title Guarantee 
building. 

A modern, up-to-date jewelry house 
has been opened at 206 W. Fifth St., by 
Wallace & Co. Mr. Wallace has formed 
a copartnership with D. A. Schwartz, 
formerly at 409 S. Main St., and the 
business has been established in the 
Alexander Hotel, in the heart of the 
business district. The opening was held 
last Friday. 

James D. Bridges, manager of the It 
ternational Silver Co.’s Los Angeles 
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tf 
h, has returned from a month’s 

trip to Honolulu, T. H., and reports a 
gecessful trip. Mr. Bridges, together 
with his staff of associates, J. K. Ven- 
able, plated hollowware; F. M. Baldwin, 
1947 plated flatware; L. F. Beulac, J. T. 
Pierce and E. G. Webster are in San 
Francisco this week, holding conferences 
with E. V. Saunders, Pacific Coast man- 
ager for the International Silver Co. 

Stackpole’s, jewelers, formerly located 
at 155 S. First St., San Jose, Cal., have 
moved into their new and larger estab- 
jshment at 199 S. First St. Daniel 
levin, well known.San Jose jeweler, has 
opened another store in Stackpole’s old 
location, which has been remodeled into 
an attractive establishment. 

W. B. Sunderland, of Sunderland & 
Miller, has just returned from the East 
where he visited several factories with 
which he is doing business. Mr. Sunder- 
land, who has been away since January, 
states that business has been better than 
had been expected. “I look for an ex- 
cellent fall trade,” Mr. Sunderland told 
a JEWELERS’ CIRCULAR reporter. “Jewel- 
ers’ stocks are depleted and all must buy 
practically new stocks. So business is 
hound to be good,” Mr. Sunderland con- 
cluded. 

Manager Raff, of the C. C. Lewis 
Jewelry Co., Huntington Park, was too 
quick for a bandit who recently at- 
tempted to rob the store, for when the 
robber turned to close the door, Manager 
Raff reached into a drawer and seized 
a revolver. When the robber turned 
again to Mr. Raff he was looking into 
the muzzle of a revolver. He dodged 
just as Mr. Raff fired and ran out of the 
store, jumped into an auto and drove 
rapidly away. The bullet did not hit 
the bandit but smashed through a win- 
dow. The police have an excellent de- 
scription of the bandit. 


OMAHA 


Among the out-of-town jewelers in 
Omaha during the week were W. L. 
Smith, Malvern, Iowa; Earl Roscoe, 
Denison, Iowa; E. E. Freeman, Oakland, 
lowa; John Crabill, Plattsmouth, Neb.; 
Herman Heitzmann, West Point, Neb. 

There will be no jewelers’ picnic for 
Qmaha this summer. The jewelers’ 
picnic has for some years been an annual 
event sponsored and managed by the 
Jewelers’ Guild of Omaha and Council 
Bluffs. At the last meeting of the Guild, 
however, failure to reach an agreement 
as to details of handling a picnic this 
year resulted in abandonment of the 
Project for this summer. Some sugges- 
tion was made, however, that late in the 
summer a dance be held instead of the 
Picnic. This remains to be definitely 
acted upon later. 

















Bertram & Son, jewelers, Klamath 
Falls, Ore., recently opened their new 
store in space leased between the Oregon 
Bank and Trust Co., and the lobby of 
the Oregon building of that city. Pre- 
vious to this move, Mr. Bertram was 
located in Marshfield, Ore. 
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Harry Jones, Coast representative of 
the Wadsworth Watch Case Co., has left 
for his first fall trip. 

Frank Enos, representative of J. R. 
Wood & Sons, Inc., is leaving for the 
factory shortly. 

Ed. Heiden is now connected with C. 
C. Gross, distributor of the Elgin Na- 
tional Watch Co.’s products. 

J. E. Heche, watch importer of the 
Jewelers’ building is in Europe, visiting 
members of his family in Switzerland 
who have a watch factory. 

J. W. King is going to Toronto, Can., 
with the Shriners and will later visit the 
eastern factories for which he is Coast 
representative. 

Myers & Harris of the Jewelers’ build- 
ing report quite an improvement in busi- 
ness and, as a result, they have enlarged 
their quarters by taking a storeroom in 
the same building. 

Edward Hines who has been for 15 
years with R. & L. Myers and is well 
known to the trade, was married June 
14, the bride being Miss Margaret Peters 
of this city. Mr. and Mrs. Hines are 
honeymooning in the South. 

Out of town jewelers calling on the 
trade here include: Mrs. A. J. Wilkin- 
son, Tracy, Cal.; George Benoit, San 
Mateo; Mrs. M. J. Kirk, Vallejo; I. 
Goodfriend of Goodfriend & ‘Traub, 
Salinas; F. W. Frisch, Healdsburg. 

Mrs. C. Guslander of Willitts recently 
passed away at her home town where 
services were held, cremation being in 
Oakland. She was the widow of the 
founder of Guslander’s jewelry store, 
Willitts and mother of Arthur Gus- 
lander, present proprietor. 

Mrs. George W. Hill is taking a three 
months’ rest from her duties at the 
jewelry store at Lodi which she has con- 
tinued to operate ever since the death of 
Mr. Hill. Mrs. F. F. Titus is in charge 
of the store,, during the proprietor’s 
absence. 

Traveling representatives of eastern 
factories who visited the trade here, 
earlier in June include: H. S. Deutsch, 
representing Hammel, Riglander-Pen- 
nant Co.; Archie Dankert, Newall Mfg. 
Co.; Paul Holwig, Wolfsheim & Sachs; 
Emil T. Stein, Bedford Watch Co., and 
Edward A. Moore, R. F. Simmons Co. 
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G. C. Wulbern, manufacturing jeweler, 
formerly of 717 Market St., has bought 
out the business of I. Kates, manufac- 
turing jeweler, Mutual building, 704 
Market St. Mr. Wulbern has trans- 
ferred his business to the shop and store 
formerly operated by Mr. Kates. It is 
understood that Mr. Kates will take a 
rest, before formuiating future plans. 


The International Silver Co. opened 
its sales convention last Monday and 
all members of the Coast force gath- 
ered in San Francisco for that event 
when fall activities were planned. E. 
V. Saunders, Coast manager for the 
company, as usual directed the con- 
vention. J. D. Bridges in charge of the 
Los Angeles warerooms of the Interna- 
tional concern returned from a business 
trip to Honolulu (T. H.) in June, land- 
ing here. 

Ivan L. Smith, Pacific Coast manager 
for Oneida Community, Ltd., left here 
for the factory, June 16, to attend the 
semi-annual agents’ meeting. R. T. 
Reeves, Los Angeles representative for 
the concern, will join him at Oneida and 
they will return to the Coast together 
with the factory exhibit of new fall 
products. This exhibit will be shown to 
the Los Angeles trade at the Hotel Bilt- 
more, July 9 to 14, and the exhibit will 
be shown at the Coast headquarters, 
July 15 to 18, at the Community’s rooms 
in the Jewelers’ building, San Francisco. 





_ 


CONSULAR NOTES 


The Bureau of Foreign and Domestic 
Commerce reports that a Lourenco Mar- 
ques concern, Portuguese East Africa, 
desires to purchase silverware, plated 
or sterling, and small hollowware. 
Those interested can secure further de- 
tails by writing the Bureau at Wash- 
ington, mentioning file No. 45231. 








* * * 


A concern in Wellington, New Zea- 
land, is seeking the agency for inexpen- 
sive jewelry. Additional information 
can be obtained by writing the Bureau 
at Washington, and mentioning file No. 
45818. 


* * = 


A Vancouver, Can., concern desires 
the agency for novelty jewelry. Further 
information may be had by writing the 
Bureau at Washington, and referring to 
file No. 45837. 





— 





Jewelry salesmen calling on the trade 
in Texas and Louisiana have formed an 
organization to assist and work in con- 
junction with the Texas and Louisiana 
Retail Jewelers Association. The offi- 
cers elected include: President, J. Block; 
vice-president, H. V. Baker, and secre- 
tary-treasurer, J. R. Jones. The enter- 
tainment committee is composed of: 
Vern C. Murrah, C. Ross Quaintance, 
George Moore, Robert A. Fletcher and 
John C. Wood. 
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prepared by Waite and signed by Eric 
after Bijah had approved it. 

Waite then left, promising to return 
the next day to see the tenants about 
moving. Eric was to introduce him to 
them all and then leave the suave real 
estate operator to make his terms with 
them. The arrangements were so fair 
that there was little doubt that they 
would all be pleased with the arrange- 
ment. 

“Well, young fellow, You’ve been and 
gone and done it now. You are dead 
sure of yourself, eh?” 

“Betcha life, old timer.” Eric grinned 
as he dived into his pocket for the fig- 
ures which he wanted to talk over with 
Bijah. No time like the present, was 
his thought. “Just lend me a couple of 
ears while I throw some figures at you. 
I’ve been going into the thing and want 
to know if I’m okeh.” 

Bijah said nothing for a minute while 
he relit his cigar, an operation which 
always irritated him, for he claimed that 
only a poor smoker allowed a cigar to 
“die on him” as he put it. Then. “Get 
busy.” 

“Get ready to mark down some figures, 
will you? To begin with. Our present 
volume is $47,000. Gross profit 40 per 
cent, and that. comes to $18,800. Our 
expenses are over $20,000, though. But 
that includes Pop’s interest of over 
$2,000. If we don’t count that, we’d 
break even—and you know Pop never 
did count it till I came.” 

Bijah snorted disgustedly. “For the 
love o’ guttering, you make me sick. 
What’s the idea of kiddin’ yourself. The 
expense is there, so count it. Might as 
well say you make $3,000 profit if you 
didn’t count rent.” 

“All right, don’t get all het up,” Eric 
grinned. “But listen, I fired Elmer Cat- 
ton and that saved $2,000 a year, Pop 
sure overpaid that bird.” 

“But when I _hired 
Somes—” 

“Quit trying to kid me. Call her 
Judith if that’s her name. Any fool 
can see you’ve known her for some time. 
Well get busy.” 

Eric flushed uncomfortable at this 
frank outburst. Gulping he continued. 
“Well, I pay her $1,100 a year, and with 
the extra rent we add another $1,000. 
So that we are just about the same in 
the new store, so far as expenses are 
concerned.” 

“No you ain’t, you’re $100 worse off. 
And to pay that you’ve got to sell $250 
worth more stuff with no more expense; 
and you can’t do it.” Bijah shook his 
head pessimistically. 

“Oh, but we’re bound to do a swell 
trade in Avery Street; we’ll be on the 
right side of Central Avenue.” 

“Guy’s fail over there as well as your 
side of the avenue.” Bijah added gloom- 
ily. Eric began to think that his 
brother-in-law must have serious doubts 
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as to the wisdom of his decision to move. 
But he went on. 

“But don’t forget that Pop’s putting 
up an extra $5,000 so we can start a 
gift department. That’s where Miss 
—er Judith fits in; she was buyer of gift 
jewelry for the Brent Department Store. 
Think of all the extra business that’ll 
mean. There’s 40 per cent on that stuff.” 

“And your expenses are 40 per cent 
you say, so where’s that get you?” 

“But there is no expense for it. We’ve 
already taken care of that.” 

“Gosh, young fellow, I didn’t think 
you were so stupid. You may have no 
more overhead, but your regular ex- 
penses keep on just the same. If you 
sell more goods you have more selling 
expense. You have to use more boxes 
and so on. Ain’t that so?” He spoke 
almost belligerently. 

“Partly, but that $5,000 extra will 
mean a lot more business.” 

“How much?” Bijah asked abruptly. 

“Haven’t figured it out, but $10,000 
extra at a guess.” 

“Better quit guessing. For the love 
o’ door frames, kid, do some real think- 
ing on this thing. You’ll be dished as 
sure as shootin’ if you don’t.” 

Eric nervously took a piece of paper 
and began to figure. Then he smiled and 
said. “All right, old timer, you’re right. 
But listen to this. Normal rate of turn- 
over of gift items is three times a year, 
some stores get more. That is $15,000 
at cost, and add the 40 per cent gross 
profit, it comes to . . . lemme see... 
just $25,000. That means we'll do an 
extra $25,000 on the new department 
alone, to say nothing of the extra on 
the real jewelry because we are in the 
right location.” 

“Sounds good, but there’s a big dif- 
ference between figuring sales on paper 
and getting them.” 

“Guess we can do ‘as well as other 
guys,” Eric said stoutly, “and think of 
the profit we make on that business. 
Even you'll admit that expenses will be 
less.” 

Bijah took out of his pocket a little 
notebook, and after thumbing through 
it found what heswas after. “Ah, here 
it is. I made a note of the expenses 
you gave P. W. when we first discussed 
them. It’s a good plan to divide ex- 
penses between fixed and recurring. 
Fixed expenses are rent, heat and light, 
insurance, depreciation of fixtures, taxes. 
As your sales increase, the percentage of 
expense to sales for these items reduce. 
But salaries, advertising, bad debts. 
boxes and wrapping, and such sales 
items increase but their percentage of 
expense to sales keep about the same.” 

“Salaries should be less,” Eric replied. 
“See here. We figure that salaries 
should be 17.8 per cent of sales. If we 
do a volume of $72,000 our sales expense 
would be $12,816. Well, they’re only 
$10,456.” 


June 26, 1939 


Bijah smiled to himself, then he saig 
in dry tones. “Y’know, young fellow, 
you ain’t going to do that $25,000 extrg 
business as easily as you say. Tell me 
what your ideas are for extra stock” 

Eric frowned, he couldn’t see what 
Bijah was driving at. “Of course, | 
can’t say exactly yet. But in the gift 
department to go in the basement wel 
BAe ss = (OF « . gifts, of course 
Some glass and china, leather goods, 
toilet articles, stationery, and if I cap 
fix it we’ll handle engraving. Then pens 
and pencils, smokers’ accessories and 
maybe some plated silverware. Up. 
stairs, I want to make a good display 
of real silverware and possibly optical 
goods.” 

“And you want to do all that with 
$5,000? Humph.” Bijah snorted. “Of 
course I don’t know the jewelry business, 
but it looks like trying to buy all out. 
doors. Anyhow, it will do for my pur. 
pose. Tell me, young fellow, do you 
expect to have this Judith girl handle 
the gift department without any help?” 

“That’s so,” Eric said in surprised 
tones. “Of course she’ll need an extra 
girl, And that reminds me. I’ll have 
to get another young fellow to help 
upstairs.” 

“And do they work for love, or do 
you expect to give ’em anything?” 

Eric grinned sheepishly as he replied. 
“Gee, old timer, I hate you at times, 
you’re so damned accurate. I’ll have 
to pay the girl about $20 a week and 
the fellow about $25 or $30.” 

“Which adds another $2,500 to your 
payroll. Stick that on your present pay- 
roll and it comes to $12,950,” the plumb- 
er rolled the amount out in slow impres- 
sive tones. “It means that your salaries 
come to your own percentage of 17.8 per 
cent. You see, you can’t get below the 
average expense for the items which 
are not fixed, like rent. Now look at 
this.” Bijah handed Eric a slip of 
paper on which he had written the 
following: 


Advertising, 2.2 per cent; re- 
pairs and depreciation, 1 per cent; 
boxes, etc., 1.3 per cent; office ex- 
penses, .6 per cent; incidentals, 
2 per cent. Total, 7.8 per cent. 


“If you'll take 7.8 per cent of $25,000, 
that’ll give you the expense of the extra 


salaries, 
Follow 


business. We’ve considered 
and the other items are fixed. 
that?” 

Eric nodded his head thoughtfully a8 
he figured on the paper Bijah had given 
him. Then he looked up with a smile 
and said. 

“I gotcha. You mean that if I add 
7.8 per cent to the 17.8 per cent for 
salaries, I get the additional expenses o 
all extra business. The fixed expenses 
are cared for in our present volume, 
pretty nearly. Let’s see. ..hm..-: 
25 point 6 per cent of $25,000 .. - 
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that’s $6,400 . . gross profit 40 per 
cent . - $10,000 . - net profit on 
the extra business . . gosh, don’t it 
jump up great .. . $3,600.” 

“Not bad guessing. Of course you’ve 
forgotten interest on the extra $5,000, 
put the figures you have are not so far 
out. You see, Eric whether you are in 
the jewelry business or the plumbing 
trade you have to do a certain amount 
of business to take care of your over- 
head. That’s the bugbear of business; 
meeting the overhead. But when your 
sales get above that minimum, your 
rofits roll up as sweet as you like. I 
figure that the net profit you jewelers 
make for your investment is too thin, 
nothin’ to write to your Aunt Anna’s 
cow about. And don’t forget that after 
the first year your rent jumps $600. 
With a rent of $3,600 a year you should 
do. . . tell me, what pércentage should 
rent be to sales?” 

“Five per cent,” Eric said glumly. 
He was feeling quite discouraged with 
this grilling. 

“So you see you’ve got to do your 
$72,000 to keep your rent down to the 
maximum. Son, you’ll have to work 
hard to do it, and even then I think 
you'll have to use the bank. You ain’t 
got enough cash for that volume.” 

Bijah stood up, stretched and yawned, 
and gaping said. “Think it over, young 
fellow, you gotta do some planning ahead 
to make a real go of this expansion. 
And I’m the boy who thinks you can 
do it. But it can’t be done by figurin’ 
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on paper, and you’re too much inclined 
to do that. Theories are all right, but 
hard work is the only thing to make 
’em come true. Now I’m going to earn 
something for myself. Be good to your- 
self. Oh, and don’t forget the talk on 
Salesmanship at the Chamber lunch to- 
morrow.” 

Eric walked back to the store in a 
bewildered frame of mind. His head 
was whirling with figures, percentages, 
estimates. He respected more than 
ever his fine old father’s ability.” ‘The 
old man sure knows his stuff,” he mut- 
tered. “There’s more to this running a 
jewelry store than I realized. The more 
you get into it the more complicated it 
seems to get.” 

When he got to the store both Karl 
and Judith were busy with customers. 
Judith gave him a sly wink as he passed 
her. He smiled automatically for his 
mind was still bewildered as a result of 
his talk with Bijah on the economics of 
running a jewelry store. 

It was nearly six before he had a 
chance to talk with Judith. He told 
her about the deal with Waite, and of 
his talk with Bijah. Judith listened, 
and at the same time flicked the end 
of her chin with a finger, a habit she 
had when intent on a matter. 

“I wish you’d give me some more of 
that figuring dope. I want to learn 
more about management. But I got a 
piece of news for you. Do you know 
where your bright young erstwhile em- 
ploye is now?” 
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“Where is Elmer? not that I care 
you know, but just to give you the chance 
to tell me.” 


“You will care though. He’s with 
Gospill!” 
“Phew,” Eric whistled. He never 


thought of Elmer as working for a com- 
petitor, and Gospill’s would be only a 
few doors from them when they got to 
the new location. Then Eric remembered 
that Gospill and his father never got 
along very well. That would explain 
Gospill not calling him up about Elmer. 
He was sorry that Elmer was there for 
it would be bound to cause a little fric- 
tion. Eric wondered why Gospill hired 
the inefficient Elmer, and what Elmer 
had said about him. 

“That’s not so hot, big eyes,” Eric 
said thoughtfully. Then he gave a deep 


breath squared his_ shoulders and 
grinned. “At that it might be worse. 
He’s the prize dumbbell. And if we 


can’t hold our own we deserve to be 
licked. And with you to help me, 
Judith—” 

“Ts that any way to talk to the help?” 
Judith said with much severity. 

“Sure, it is. But it’s closing time. 
What say if you and I go in to Hepler’s 
for a little lunch before going home?” 

The two went off after the door was 
locked. Karl watched them to the 
corner, then with a shrug of his shoul- 
ders he stumped off in the opposite di- 
rection. 


(To be continued ) 


Silverware from the Retailer's Viewpoint 


feel that to limit distribution of sterling silverware 
to legitimate retail jewelers who have the facilities to 
serve the public by carrying a representative stock 
and conduct business in an ethical manner, is to the 


best interest of the public. 


The situation to a great extent is in the hands of the 
They have the right to select their 
distributors and in doing so create the conditions that 


manufacturers. 


exist. 


Who is building up the jewelry business and the 
Is it the legitimate jeweler who 
is 100 per cent ethical, who plays the game honestly 
with the public and his competitor, or the legitimate 
jeweler who is ethical when it is easy and his own 
interests are served, but forgets ethics to satisfy selfish 
temporary gain when in competition? 

Silverware from the retailers’ viewpoint and for the 
best interests of the entire industry, requires associa- 
tions where jewelers meet often, become acquainted 


silverware business? 


(Continued from page 32) 


with their neighbor and brother jewelers, and use their 
efforts to bring about the improved condition desired 
through friendly competition. 

It must secure the cooperation from the manufactur- 


ers to bring about the improved condition which the 


industry must have to be successful and take its right- 
ful place in the business of our country. 
The Sterling Silversmiths Guild of America, whose 


membership consists of most of the large manufactur- 


ers of sterling silver, is using its best efforts to in- 
crease the demand for silverware. 
ing efforts as individual manufacturers to correct the 
abuses in the trade. 

Through conferences with the Guild and the indi- 
vidual manufacturers, we have learned much of the 


They are also mak- 


problems confronting both manufacturers and retailer, 


business. 





and I am pleased to say there is hope for a betterment 
of conditions in this important branch of the jewelry 
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Research Department Established by 
Hamilton Watch Co. 


In step with the increasing tendency 
in American industry to include scien- 
tific research as an additional guarantee 
toward perpetuity, President Charles F. 
Miller of the Hamilton Watch Co., last 
week announced the organization of a 
research department to serve the com- 
pany’s factories in Lancaster, Pa., and 
at Springfield, Ill. The new department 
will be located at the Lancaster plant 
and will be under the direction of George 
Paul Luckey. 


In discussing the new department, Mr. 
Miller said: “The research department 
will be responsible for the study of 
fundamental problems in connection with 
timekeeping and eventually will relieve 
production departments of the necessity 
for interrupting production schedules to 
do development work. 

“Our new department is being estab- 
lished in order that the Hamilton Watch 
Co. may be guaranteed a perpetuity of 
its present success. Our aim is not only 
to maintain the high position we now 
hold, but, if it is humanly possible, to 
better it. It is my feeling that the 
evolution of the world will not end with 
the manufacture of the best watch made 
in America. While the present is safe 
it is conceivable that the future may 
make certain changes necessary. Our 
new research department is established 
to safeguard our company as conditions 
constantly evolve in the years to come. 


* * * 


“Miss Hallmark of Excellence” Wins 
Beauty Contest 


Thoughts of ‘‘Yoo-hoo, Skin-nay” and 
Briggs’ “Days of Real Sport” enter 
one’s mind when one reads about some- 
one putting up a prize for competition 
and then winning it back. Nevertheless, 
that’s just what happened to a jeweler 
in Dallas, Tex. 

The details of the story go like this. 
The Lakewood Country Club held its 
second annual bathing beauty review 
May 3 on the occasion of dedicating its 
new $25,000 swimming pool. At the last 
minute Huey & Philp, who had offered 
an R. Wallace & Sons Mfg. Co. trophy 
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to the most beautiful, decided to enter a 
candidate. But where to get a Venus 
who would rival competition? A search 
followed but none then knew how suc- 
cessful it was. Next, what to name her? 
The name on the Wallace salesman’s 
calling card filled the bill—‘Miss Hall- 
mark of Excellence.” 


She was staked against 15 of the 
South’s prettiest, and that’s saying lots. 
She won first place and the trophy her 
sponsors had put up for competition. 


* * * 


Ronson Goes on the Air 


The Ronson De-Lighters presenting a 
program of music sponsored by the Art 
Metal Works, Inc., Newark, N. J., made 
their debut on the air on Wednesday 
evening, June 18 at their home station, 
WAAM (1250 kilocycles) in Newark. 
Every Wednesday evening hereafter, 
from 10 to 10.30 o’clock, the Ronson De- 
Lighters will be heard over the Newark 
station. 

The Art Metal Works, Inc., are the 
makers of the Ronson De-Light lighters 
and the Ronson Perfu-Mist, the purse 
size perfume spray. 


* * * 


Portfolio With a Silver Cover 


When the International Silver .Co.’s 
sterling silver division brought out its 
modernized new “orchid” pattern this 
year, it was decided that the portfolio 
to be carried by the 14 salesmen through- 
out the United States should be in keep- 
ing with the luxurious design, says 
Printers’ Ink monthly. Consequently a 
book was prepared which has a solid 
silver cover and pages of silver paper. 

The cover bears a geometric decora- 
tion in two colors of enamel, black and 
orchid, furnishing an unusually rich 
effect. The same color scheme is main- 
tained throughout the book, which has 
48 pages, giving the story of the crea- 
tion of the orchid design and outlining 
the national advertising and sales helps 
which will assist the trade to merchan- 
dise the new pattern. The whole book 
weighs about 10 pounds. Its dimensions 
are 15% by 11% inches. 

Speaking of this to THE JEWELERS’ 
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CIRCULAR, an Official of the Interna- 
tional Silver Co. said: 

“When bringing out the orchid pat- 
tern, we realized that we had an unusv- 
ally beautiful design and that its name 
was particularly appropriate—the wed- 
ding flower of the season’s smartest 
brides—the most precious of earth’s 
flowers. Naturally, we wanted to weave 
around it a sales story worthy of it, and 
that is the reason we settled on the kind 
of book we did. The covers were made 
in our,own factory, and inasmuch as our 
men are used to working in sterling sil- 
ver and solid gold, and of making, in 
addition to pieces in our regular line, the 
most exacting of special orders, no diff- 
culty was encountered in producing the 
covers, and we can truly say that the 
advertising value we have received from 
them to date has amply repaid our 
efforts in producing them. 

“As far as we know, this is the first 
time that a silver backed portfolio has 
ever been used. 

* * » 


Shell Bag Frame Concern Issues 
Catalog 


The Nowacke & Loesser Co. factory, 
149-153 Sandford St., Brooklyn, N. Y,, 
and show room at 303 Fifth Ave., New 
York, are now distributing a catalogue 
of their latest styles of shell bag frames 
for use on ladies’ hand bags. 

Fabric bags are greatly in demand to- 
day because women are learning of the 
smartness and economy they can effect 
by using odd pieces of material or ma- 
terials they may have that match their 
dresses and ensembles. Buyers who are 
interested and who have not as yet re 
ceived their copy should write for one. 


* * * 


New Unbreakable Ring Tag 


The Universal Tag Co., 780 S. 16th 
St., Newark, N. J., is putting on the 
market a new unbreakable ring tag 
The tag is ingenious in construction 
and according to the concern will not 
crack away from the ring to which it 
is attached. 

The new tags come in many shapes 
and various colors. ‘They are washable 
and no tools are required to attached 
them to rings. 
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Wake Up! Sell Them New Ones 


By Marvin M. Walters 


the blame falls on the watchmaker. 

Now don’t run wild with this thing. 
Don’t try to sell a watch simply to get 
out of repairing a perfectly good, repair- 


to know what to let alone!” This 

was the dry remark, almost 
daily, of old C. T. Gifford. This old man 
had learned his trade from “16th year 
on” under an older cousin, a certain 
Oliver Gifford of Fall River, Mass. 

“Why, Walters, we did everything in 
that shop, ’cept to shoe hosses, and we’d 
a done that had we back doors big 
enough to get a hoss in.” He went on 
killing flies and keeping his big round 
New England head properly pom- 
padoured. Ah! but old man Gifford was 
a capable man. 

“Why, I well remember the two days 
I worked as an apprentice on an old 
main spring arbor for an old Swiss 
watch. I worked nearly two days and 
a half on it, getting it just right. I 
made two or three, and finally finished 
one that my cousin would O.K. Then, 
while I was nervously easing the thing in 
the old warped Swiss barrel, my tweezers 
slipped and to this day I never have seen 
that arbor. I think it went somewhere 
toward the front of the old 70 feet long 
rom. I heard it hit on some of the 
glass topped counters, but I never caught 
up with it.” 

He stopped short. I waited while he 
worked on. Finally as the July sweat 
stood out on my forehead I asked, “What 
then?” 

“Oh, my cousin wouldn’t make another 
and I couldn’t—he knew that, so he sold 
the old codger an English chain watch.” 

Watchmakers don’t sell half enough 
watches. Automobile folk “sell new 
ones.” Even at the expense of whole 
yards full of “junk!” High priced 
junk at that, it is, but nevertheless there 
18 an economic value in the repairman 
selling a new one at the right time. It 
8 a wrong tack to try to repair again 
and again a watch that no repairman 
can fix, one that no carrier will pay to 
have repaired as it should be. Finally 


(Dio is of the business, Walters, is 


able job. Repair while there is any 
good reason for it, but remember Mr. 
Gifford’s rule—know what to “pass up.” 


How Can a Watchmaker Sell a 
Watch? 


He must watch his customer. He 
must find out whether the carrier is 
getting just about ready to buy, else 
he may simply drive his intended cus- 
tomer away to another repairman. If 
there is any feeling of buying a new 
watch in the mind of the carrier, then 
cultivate it. The watchmaker knows 
better than any other man on earth just 
when any certain watch is no longer 
repairable at a profit. This patient 
“fixer” should be given the benefit of 
his long experience. People carrying 
watches should be made cooperators 
with the repair men. The repair man 
can show the average man or even 
woman, very quickly, just why a watch 
cannot be longer profitably repaired. 
But don’t wait till the tired customer 
comes in for his repaired watch, and 
then suddenly burst upon him with the 
sad news that “your watch is not worth 
fixing anyhow.” Nothing makes the 
average watch owner angrier than such 
words. 


Can Watchmakers Afford to 
Trade-In? 


This is a sore spot. I am at the point 
where automobile salesfolk, typewriter 
sales people, and even tailors, get “mad- 
dest.” In all lines, even in fountain 
pens, the trade-in plan is being used. 
Grain harvesters, sewing machines, and 
a score of other things have been traded- 
in for 40 years, and “no man ever got 
his trade in price out of the old article,” 
but still the “nuisance” grows. I am 





not certain that we should not begin it 
in the watch sales field. Oh! we have 
for a long time been giving folks the 
“price of the gold or silver in their old 
cases” and all that, but not many sales- 
men of watches wish to start this as a 
business in the new watch sales. It is in 
line with the trend of the times. 


Old Movements Are Valuable 


I have repaired literally hundreds and 
hundreds of watches from parts carried 
bodily and almost without change from 
one movement to another similar one. 
This applies especially to the repair of 
Swiss watches. The old movement can be 
estimated, and by shaving a little from 
the price of new movement, by giving a 
little more than the old is worth, we 
can often make a nice sale and come off 
well. Sometimes the old movement can 
be repaired and sold to some laborer who 
is not so particular about his time, 
sometimes to a boy for a “first watch.” 
If not these can go into separate boxes, 
labeled and ready for repair of other 
watches. Don’t ever throw out the junk 
until you can’t salvage from them what 
you desire. 

Take cast off mainspring boxes, or 
new movement boxes, or just tough little 
cardboard boxes and store these old 
movements, singly, away. It is by all 
means the very best use to make of the 


? “junk movement,” and it gets the old 


tramper out of circulation, generally 
making place for a new one, whose re- 
pair and use is infinitely better. 

Now the watchmaker can cooperate 
with the head salesman with this work, 
and can do his part skillfully enough so 
that if the carrier doesn’t want to trade- 
in at this time, he can still repair 
the man’s watch. I covet watchmakers 
that are more than mere watchmakers. 
I covet salesmen that know some of the 
simplest mechanical facts about watches. 





(Continued on page 76) 
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HANDY & HARMAN 





Send Us Your SWEEPS 
and Other Waste 


for Refining 


Our refining department is operated 
mainly as a service to the many manu- 
facturers who buy their precious metals 
from us. 

Here, as in every other activity, we 
protect the interests of our patrons by 
giving them the benefit of every possible 
scientific safeguard to insure a complete 
recovery. 


HANDY & HARMAN 
Principal Plant 
Bridgeport, Conn. 
Service Plants: 


425 Richmond St., Fulton & Gold Sts., 
Providence, R. I. New York City 














Reliable 
Gold 


Materials ...... 
COhe two outstanding claims for 


popularity in S. S. White Gold 
Materials are the satisfaction 
in their behavior and assur- 
ance of advertised fineness. 
All who have used our White 
Gold consider it the softest 
white gold on the market. 


S. S. White Golds and Solders 
for every purpose 


TheS.S.WHITE DENTAL MEFG.CO. 


Industrial Division 
152 West 42d St. New York,N.Y. 
Established in 1844 Member of J. B. of T. 


WE BUY SWEEPS AND WASTE MATERIALS 
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All That Glitters 
Is Not Gold! 


But. . . what does NOT glitter 


often times is gold. 


Your sweeps, grindings, set. 
tlings, and other scrap contain. 
ing precious metals will bring 
you extra money when refined 
by Hoover. 


Send us your present accumu. 
lation NOW! We furnish 
free shipping containers on 
request. 


Hoover White Gold and White 
Gold Solders are easy to work, 
Joints that are Hoover White 
Gold soldered are sealed for. 
ever. A trial order is solicited, 





“Hoover & Strong, Inc. 


119 West Tupper Street, Buffalo, NEE: 





GOLDEN RULE REFINERS AND MANUFACTURERS SINCE 1912 





e 


y Do not emplo 
Traveling gold buyers 


Eliminate the middleman. We 
use the metal recovered in refin- 
ing for the manufacture of jewel- 
ers and dental gold. 


That is how we pay 
highest cash prices. 








Ship Direct—It Pays 








THOMAS J. 


DEE& Co. 


55 E WASHINGTON ST. 


CHICAGO 
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United States Patents 


Issue of June 17, 1930 


1,763,929. WRIST-WATCH PROTECTOR 
FOR BATHERS. Paut KELLNER, New 
York. Filed June 11, 1928. Ser. 284,640. 
1 Claim. 

In a wrist watch protector for bathers, 
an elastic band with one of its edges rolled, 
an outer elastic band upon said band and 
secured thereto all along its entire surface 
except for a small portion constituting a 





pocket having its entrance beneath said 
rolled edge, and resilient arc shaped mem- 
bers within the rolled edge for applying 
closing pressure to the opening of said 
pocket. 


1,763,933. JEWELRY PIN TONGUE AND 
CATCH. ABRAHAM I. ROSENBLATT, 
Brooklyn, and GEORGE H. WEBB, Glen- 
dale, N. Y. Filed April 8, 1929. Ser. 
853,446. 3 Claims. 

In a device of the character described a 
catch housing constituting spaced sleeve 
portions, a catch sleeve positioned between 


meer \- ome 
SS 





said sleeve portions, a grooved holding pin 
slidable through said portions and said catch 
sleeve, a groove engaging tongue in said 
catch, sleeve, and a receptacle for the end 
of the pin. 
! 
1,764,692. ASH TRAY. Gustave D. RUBEN- 
STEIN, Brooklyn, N. Y., assignor to 
Indestructible Pearl Bead Makers, Inc., 
New York. Filed Nov. 1, 1929. Ser. 
403,991. 2 Claims. 


The combination with a base provided in 
its upper face with a plurality of recesses, 








of a statuette having feet snugly fitted into 
said recesses, and a single fastening means 
Passing through said base into one of the 
feet of said statuette. 


1,764,778. TIE CLASP. Oscar CaRLSON, 
East Providence, R. I., assignor to 
Dolan & Bullock, Providence, R. I. Filed 
Feb. 8, 1930. Ser. 426,958. 4 Claims. 

A tie clasp comprising a single piece of 

Wire folded upon itself, one end being folded 


. 
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to provide an open loop, the opposite end 81,368. SPOON OR SIMILAR ARTICLE. 
overlying the opening in the loop to co- GROSVENOR N. ALLEN, Oneida, and LIL- 
LIAN V. M. HELANDER, Niagara Falls, 


Al N. Y. Filed Jan. 31, 1930. Ser. 34,371. 
“Ss Term of patent 14 years 
fe 
f 
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operate with the side portions of the loop 
to bite the fabric therebetween. 


1,765,205. WATCHMAN’S ELECTRIC j Cpa 
CLOCK. SaMvuEL B. CHAPMAN, Balti- 
more, Md. Filed May 25, 1927. Ser. 
194,165. 1 Claim. 

In a watchman’s clock, the combination 
of a base, a support carried thereby, an 
upright also carried by the base and ad- 
jacent to the support, a clock mounted upon 
the support, a recorder dial attached to and 
carried by the hour hand arbor of the clock, 
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alla 
The ornamental design for a spoon or 
= \ similar article as shown and described. 
vy, 81,369. COLLAR HOLDER. Lawrence E. 
“a IN Bakr, Attleboro, Mass., assignor to Baer 
Nhe & Wilde Co., Attleboro, Mass. Filed 
“d March 8, 1930. Ser. 34,782. Term of 
patent 14 years. 
2 
ay | 
ao 











a plurality of angularly disposed shelves 
carried by the upright, a plurality of vibra- 
tor arms, one to each shelf supported by 
the shelves with their free ends radially 
aligned and in spaced relation adjacent the 
face of the dial, recording indicia carried by 


the free end of each arm, and a plurality 
of electro-magnets carried by the shelves 
one to each shelf and each arm, and in 


influencing relation to the respective vibrat- 


ing arms. 
DESIGNS 


Issue of June 17, 1930 
81,367. SPOON OR SIMILAR ARTICLE. => 


GROSVENOR N. ALLEN and CHARLES A. 
BENNETT, Oneida, N. Y. Filed Jan. 7, 


1930. Ser. 34,046. Term of patent 14 
years. 


The ornamental design for a collar holder 
as shown. 


81,374. PIN. LESTER DEUTSCH, Bronx, 
N. Y. Filed April 3, 1930. Ser. 35,142. 
Term of patent 3% years. 





| 
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The ornamental design for a, pin as shown, 


81,375. PRECIOUS, SEMIPRECIOUS, OR 
The ornamental design for a spoon or SYNTHETIC CUT STONE. JULIUS 
similar article as shown and described. DINHOFER, New York. Filed Oct. 29, 
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Pearls 
Hard damn Set wiTH Us” cnisi 


Close-Grain a alicia ine ae ii 
t the disposal o e Buyers from the 
Maple Tops Jewelry trade. 


Long, hard ser- 5 large centrally located offices 


vice spreads the Perfect light 


cost very thin. 
Business done on a strictly commission basis 


BOURDIER-GUIOT-LOVEGROVE of PARIS 
Phone: Trinite 33.66 45 Rue de Chateaudun 


“PATENTED JEWELERS . HAND MADE 


BABY RINGS 


WORK BENCHES Net Die, Strack 
Made in 14k White or Green Gold. Set 


Convenient — Long Lasting — Neat 














with calibre or plain. Attractive Prices. 
Sold Through the Wholesale Trade only. 


LOUIS E. BERGER, INC. 
Mfr. 
64 Fulton St., New York 


LEIMAN BROS., Inc. ARTHUR T. HAGSTOZ 
23 (BG) Walker St., New York T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 





ONE, TWO, THREE AND FOUR MAN SIZES 








Makers of Good Machinery for 40 Years. 

















Ag _ DDING RING e , IF YOU HAVE ANY MERCHANDISE { 


A desutiful combination of the single oP SO, : : ; 
Sa a oe vA 7 that you want to convert into cash or into good receivables 4 


V/ Simple, “revolving construction~instantly | . CONSULT . 





etjusanie for numerous occasions. Pat. G44 mip 
8. A. Sy: Hi > 


RUDOLPH SCHWEIGER, Broker 4 
D 48 W. 48th St., New York Tel. Bryent 6176 4 
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Retabliched 1845 
10K Solder for 14K Gold 6K Solder for 10K Gold 


LASS & CO «| JAMES H. DEDERICK’S SONS, Ine. 


Manufacturing Jewelers Gold and Silver Sheet and Wire 


Platinum a, —" Rings 
an ors. 
49 MAIDEN LANE ‘Tel, John 5892 Also Silver Solder 
= 44 GOLD STREET NBW YORK 
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™: Protection Ring Guard 


Ideal for the repair bench. Fine for ’ ° . 

white gold, silver, platinum, novelties, \ For thin rings get our number 
etc. Soldering can be done close to O. It is a new addition to our 
the stone. 4 regular sizes. 


Ask od circular J. 
hasty Steves The Lion Safety Pin Clutch Co. 
” New York City S Pat. Feb. 20,1917 20 W. 22nd St., New York pat. may 25, 1920 














THIS IS OUR NEW CLASP — METAL OR STERLING 
CAN ALSO BE HAD SET WITH FINE QUALITY STONE 


Prices and sample on request. 


THE MODERN NOVELTY CO., Inc. 
126 South St., Newark, N. J. 
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1929. Ser. 33,192. Term of patent 7 81,382. PRECIOUS, SEMIPRECIOUS, OR i " 

years. SYNTHETIC CUT STONE. __Juuius United States Trade-Marks 
et ey ie awe Nov. 7 Issue of June 17, 1930 
years. _ a The following trade-marks are published 


in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this application. 

Marks applied for under the 10-year “pro- 
viso” are registerable under the provision in 
Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 

Ser. 299,670. A. C. BECKEN Co., Chicago. 

The ornamental design for precious, semi- Filed April 30, 1930. 
precious or synthetic cut stone, as shown. 


‘LS NTHETIO CUT STONE, Suucs ——7 BEASU REL A N 
Dinuorer, New York. Filed Oct. 29, ¢ D 


1929. Ser. 33,194. Term of patent 7 ; : 
years. The ornamental design for precious, semi- 


precious or synthetic cut stone, as shown. For Watches and Clocks 
Claims use since April 1, 1930. 





81,386. FINGER RING OR ARTICLE OF 

SIMILAR NATURE. BENJAMIN Gross, Ser. 299,747. WESTERN a Co., Peru, Ill. 

New York. Filed April 9, 1930. Ser. Filed April 30, 193 

35,202, Term of patent 7 years. The lining on the ad design indicates 
the color yellow or gold and the lining on 
the ribbon indicates the color blue. 





The ornamental design for precious, semi- 
precious or synthetic cut stone, as shown. 


$1,379. EReCIoua, SEMI-PRECIOUS, OR 
SYNTHETIC CUT STONE. JULIUS 
DINHOFER, New York. Filed Oct. 29, 
1929. Ser. 33,196. Term of patent 7 
years. 











SE : The ornamental design for a finger ring, 
or article of similar nature, as shown and 
described. 

The ornamental design for precious, semi- 81,400. BRACELET. EvuGEN PRESTINARI, 

precious or synthetic cut stone, as shown. Irvington, N. J., assignor to Gemex Co., 

Newark, N. J. Filed Jan. 22, 1930. 

81,380. PRECIOUS, gg ee OR Ser. 34,225. Term of patent 3% years. 

SYNTHETIC CUT STONE. JULIUS 

tak ag New York. Filed Oct. 29, For Clocks and Watches. 


1929. Ser. 33,197. Term of patent 7 | aceon | Claims use since Nov. 29, 1929. 
years, 
Ser. 299,838. Yew 


Du Pont VISCOLOID Co., N 
York. Filed May 2, 1930. 


S= , es ee ———- ye x 7 a Pp 
The ornamental design for a bracelet, sub- 
stantially as shown. 


81,401. BRACELET. EvuGEN PRESTINARI, 
Irvington, N. J., assignor to Gemex Co., ' 
Newark, N. J. Filed Feb. 3, 1930. Ser. For Clocks. | 
34,390. Term of patent 3% years. Claims use since Feb. 7, 1930. 


Ser. 299,904. Dossps & Co., New York. Filed 
May 3, 1930. 
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The ornamental design for precious, semi- = a =| 
precious or synthetic cut stone, as shown. Bp -------—--~-------=-------=---- {EEE -------- nnn nnn nnn 


81,381. PRECIOUS, SEMIPRECIOUS, OR 
SYNTHETIC CUT STONE. Julius 
DINHOFER, New York. Filed Oct. 29, 
1929. Ser. 33,198. Term of patent 7 


years. oS - Sitchin settennnennnnnnee i = ) 


stantially as shown and described. 





v 
g The ornamental design for a bracelet, sub- 


y 81,419. BADGE. CHarLes L. STANGE, St. 
A, rag Louis, Mo. Filed April 19, 1929. Ser. 
P ‘ 30,935. Term of patent 14 years. 

-* For Traveling Clocks. 

Claims use since about July, 1908. 





Trade Mark Registrations Granted 
Issue of June 17, 1930 


271,622. TIME RECORDERS, CLOCKS, 
AND WATCHES. Etna WatTcH Co., 





( 







New York. 
The ornamental design for ious, semi- The ornamental design for a badge as Filed Feb. 24, 1930. Ser. 296,413. PUB- 
Precious or synthetic cut st 0. 





as shown. shown and described. LISHED APRIL 8, 193 
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271,705. DIAMONDS. C. A. KicserR Co., 
doing business as Virgin Diamond Syn- 
dicate, Kansas City, Mo. 

Filed Jan. 27, 1930. Ser. 295,265. PUB- 

LISHED MARCH 25, 1930. 


271,710. DIAMONDS AND DIAMOND 

RINGS. J. W. ForsinGer Co., Chicago. 

Filed Jan. 11, 1930. ei 294,666. PUB- 
LISHED APRIL 1, 1930 


271,711. BEAD-STRINGING CHAIN AND 
SILK CORDS. REGENT IMPORT CORP., 
New York. 

Filed Jan. 6, 1930. Ser. 294,442. 

LISHED APRIL 1, 1930. 


271,712. PINS, BADGES, WATCH 
CHARMS, AND BRACELETS, ALL 
MADE OF OR PLATED WITH PRE- 
CIOUS METAL. Pst Omega, Pitts- 
burgh, Pa. 

Filed Jan. 6, 1930. Ser. 294,441. 

LISHED MARCH 25, 1930. 


271,716. FINGER RINGS. JosEPH GRANAT, 
doing business as Granat Bros., San 
Francisco, Cal. 

Filed Dec. 27, 1929. Ser. 294,112. 

LISHED MARCH 25, 1930. 


271,717. FINGER RINGS. JosEPH GRANAT, 
doing business as Granat Bros., San 
Francisco, Cal. 

Filed Dec. 27, 1929. Ser. 294,111. 

LISHED MARCH 25, 1930. 


372,719. NECKLACES, PENDANTS, 
BRACELETS, CONNECTION RINGS 
AND FINGER RINGS, EARRINGS 
AND BROOCHES. JAECKEL MFG. Co., 
Inc., Providence, R. 
Filed Dec. 17, 1929. PUB- 
LISHED MARCH 25, 


271,720. BEADS USED AS NECKLACES 
AND THE LIKE PERSONAL WEAR 
AND JEWELRY FOR PERSONAL 
WEAR (NOT INCLUDING 
WATCHES). SPANGLER, INC., Chicago. 


PUB- 


PUB- 
PUB- 


PUB- 


A 
Ser. 293,777. 
1930. 


THE JEWELERS’ CIRCULAR 


Filed Dec. 6, 1929. Ser. 293,761. PUB- 


LISHED APRIL 1, 1930. 


271,731. WATCH BRACELETS, WATCH 
STRAPS, WATCH ATTACHMENTS, 
ETC. GremeEex Co., Newark, N. J. 

Filed Jan. 30, 1930. Ser. 295,372 

LISHED MARCH 25, 1930. 


PUB- 


271,927. FINGER RINGS, EARRINGS, 
BRACELETS, BROOCHES, NECK- 
LACES, SHOULDER PINS, CLASPS, 
BELT BUCKLES, SHOE BUCKLES, 
DRESS BUCKLES, AND HAT ORNA- 
MENTS, ALL CONSTRUCTED OF OR 
PARTIALLY OF PRECIOUS METAL. 
ARNO WRAZLOWSKY, doing business as 
ae Jewelry Co., Providence, 

Filed June 24, 1929. Ser. 286,060. PUB- 

LISHED MARCH 25, 1930. 


271,938. CLOCKS AND WATCHES. 
WESTERN CLOCK Co., Peru, IIl. 
Filed Aug. 1, 1929. Ser. 287,985. 
LISHED APRIL 8, 1930. 


PUB- 


Trade-Mark Registrations Renewed 
Issue of June 17, 1930 


79,054. CERTAIN PRECIOUS-METAL 

WARE. Registered Aug. 2, 1910. 
JosEPH lL. HeErzoc & Co., New York. 
Renewed Aug. 2, 1930. 


79,874. CLOCKS AND WATCHES. Reg- 
istered Oct. 11, 1910. THE WESTERN 
CLock Mre. Co. Renewed Oct. 11, 1930, 
to Western Clock Co., Peru, Ill., as- 
signee. 


79,875. CLOCKS AND WATCHES. Reg- 
istered Oct. 11, 1910. THE WESTERN 
CiLock Mra. Co. Renewed Oct. 11, 1930, 
to Western Clock Co., Peru, Ill. as- 
signee. 
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Wake Up! Sell Them New Ones 


(Continued from page 71) 
~mmmagsiil 

The watchmaker should have the fy] 
confidence of the store, and should not 
be asked to “let me take care of him” 
in case where he desires to make a point 
of sale with the carrier. If he desires 
to go to the counter and bring down or 
have brought to his desk a new move. 
ment to compare with the man’s old one 
before he turns the gentleman over to 
the salesman of watches, then the re. 
pairer should have an opportunity, 

The watchmaker, and salesman too, 
will have a bit of good sales psychology 
to encounter here, as well as_ the 
mechanical and economic side. 

Let us all work together for the en- 
tire store. That is the only way we 
can have an increasing efficiency along 
the whole front of the business. Watch- 
maker! remember your business js 
watchmaking plus. And let the plus 
stand for anything and everything that 
will enhance the entire business turn- 
over. Don’t fall down and become lazy 
about repairing watches, either, but 
remember that you or any other good 
man can always repair old watches be- 
yond the poirt where it is profitable for 
you as repairer, for the carrier or for 
the store you work for. This is the 
time to sell new ones. 








This Thing Called Merchandising 


(Continued from page 27) 


Unit control is merely addition and subtraction. It 





The first step toward an improved turnover is to visu- 
alize just what sort of an improved turnover situation 
is possible and reasonable, and to do this requires a 
study of stock and sales in a condensed form. The figures 
below show the sort of a turnover photograph which 
should be before every store owner at least every six 
months. 

Improved Turnover 





Old Plan New Plan 
Inventory Sales Inventory Sales 
Precious stones.... 14 26 12 
Jewelry 18 
Watches ....... “7 15 
Sterling Silver .... 11 
Plate silver 5 
Miscellaneous .... 25 


Departments 


100 46 
Rate of turnover... 1.1 1.4 
Ratio of stock to 
retail sales 


$1 to $189 $1 to $241 











Finally, the subject of unit control. Unit control in a 
jewelry store is simple if taken up on the “family” or 
“group” plan with classifications to suit the proprietor. 
While the jewelry store has variety beyond a shoe store 
and perhaps the need for individuality is greater, never- 
theless it does not have the size and fit problem any- 
where near as acutely. 


starts with a count of the units on hand, to which figure 
is added the units received, and from the total of these 
two the units sold are subtracted, leaving the units on 
hand, which become the opering item on the next record. 
It is a perpetual inventory carried out in unit form. 

No more valuable record exists in the store than the 
record of unit control, the «nly safe method for budget 
buying. Its full value is reilized after six months have 
passed, becoming more valuable at the end of the first 
year, when plans for the next six months can be made 
based on actual performances for the similar period 4 
year ago. 

These simple principles are the same in jewelry stores 
or any other retail store. And the difficulty in most cases 
is not an objection to undertaking the detail of unit con- 
trol, but rather from failure to know just how to apply 
the figures after they are organized. 

Store records of a simple condensed nature are more 
and more a factor in the \, ‘ole plan of modern merchan- 
dising, and knowledge inst: d of guesswork or an esti- 
mate is essential. I do st believe that the ave rage. 
jewelry store needs to carry $1° im gtock each $2‘ of 
retail sales, nor do I belie ¢ it is need sary to show 4 
rate of turnover of less thay once a year. Jewelry stores 
like many other stores are ying to reach out for volume 
with new and different ty of merchandise rather that 
concentrating on developi: _-elocity for certain types of 
merchandise that have a’ gdy proved their sales de- 
sirability. % 











